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Tue THREE PATTERNS shown above are Etruscan, Fairfax, Matching hollow ware is also made by the Master Crafts- 
and Dolly Madison. Dolly Madison is the beautiful, new men. Be sure you have a generous showing of each of these 
Gorham pattern that has met with remarkable success. patterns for the big bride season, just ahead. 
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6 ool 1S iverware for a 
By Pauline Fergusson For B rea hb he Ast 


altogether upon the type of breakfast served, and 

American breakfast habits vary widely. In the 
smartest houses which employ a large staff of servants, 
the English custom is usually followed by serving a 
buffet breakfast in the dining room until nine and break- 
fast trays to members of the family who rise later. Here 
breakfast is seldom a social, or even a family function. 

An exception may be noted in the case of Washington 
society, where breakfasts have an importance all their 
own, chiefly due to their status at the White House. It is 
said that in recent years more affairs of national conse- 
quence have been settled around the presidential breakfast 
table than in the committee halls of Congress. When a 
member of Congress dines at the White House it is duly 
recorded in the society columns, but when he receives 
an invitation to a White House breakfast it is generally 
front page news, says a 
writer for the National 
Jewelers Publicity Associa- 
tion. 

However important a 
breakfast may be, it is 
never served with as much 
elaborateness as a formal 
dinner. Doilies are fre- 
quently used in place of a 
cloth, and a silver bowl 
filled with fresh flowers is 
usually the sole decoration. 
Silver salt and pepper shak- 
ers are provided for each 
two persons. Silver hold- 
ers may also be used with 
the glass finger bowls 
served with the fruit; 
otherwise, the dishes used 
at the individual covers 
are all of china, porcelain 
or glass. Many lovely 
Vividly colored patterns in 


7 HE amount of silver used for breakfast depends 





An attractive setting for the breakfast table 


the so-called European peasant-ware are presented espe- 
cially for breakfast use, and Scotch and English porcelain 
in quaint designs is also very popular. Silver covers are 
used on serving dishes and platters and sometimes on 
individual plates of hot cakes, accompanied by a small 
syrup jar with a silver top. 


HE typical American breakfast, served the year 

around, follows the same ample proportions the 
English evolved for a much colder climate—namely, fruit, 
cereal, eggs and toast or rolls and coffee—and, in addition, 
we frequently serve waffles or hot cakes with syrup. With 
the arrival of the eggs, the coffee service, consisting of 
a silver coffee pot, cream pitcher, sugar bowl and waste 
bowl on a silver tray, is brought in and placed before the 
hostess, who pours the coffee. She may mix the ingredi- 
ents according to her knowledge of each individual’s taste, 
or the cream and sugar may 
be passed for the others to 
help themselves. When a 
cup is returned to be re- 
filled she empties the dregs 
into the waste bowl before 
pouring in a second supply 
of coffee. 

Where a buffet breakfast 
is served in the dining 
room and trays are carried 
to the bedrooms, small in- 
dividual silver coffee ser- 
vicers are desirable for the 
trays. Each tray is set 
with a tray cloth and dec- 
orated with a slender silver 
bud vase containing a 
fresh flower. And silver 
covers should be provided 
for all the hot dishes, in- 
cluding cereal, eggs and 
toast, as it helps to keep 
the food hot. 
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Preparing for Memorial Day 
Along Fifth Avenue 


A: Mh: Mh: he: he 


By Isabelle M. Archer 


ITH Memorial Day but two weeks 

yy away, when the thoughts of friends 

and relatives will be concentrating 

upon departed dear ones, fitting tokens of 

the day and remembrances for those who 

are mourning are offered in special groups 

by the jewelers of Fifth Ave- 
nue. 


HE back of the watch is 

often the secret hiding 
place for a highly prized 
snapshot, and watches for 
both men and women are 
featured in these groups of 
special jewels shown on the 
Avenue. For the men there 
are slim watches of fancy 
Shapes and the regulation 
round watch with an added 
banding of smooth-cut gem- 
stones to give it color. 


_ ae. watches and 
picture frames make up 
the majority of these gifts 
for Memorial Day. Picture 
frames are newly bordered 
in frosted platinum, in long 
tube-like lines after the 
modernistic style. Enamel 
is used in tones to match the 
favorite color or to harmo- 
nize with some particular 
room furnishing. An exqui- 
site miniature frame has 
been made just lately to spe- 
cial order to hold a tiny por- 
trait on ivory. Close around 
the little painting there is a 
row of tiny pearls, next be- 
yond this comes a border of engine-turned enamel in palest 
pink. There is gold filagree work for an outer edge and a 
large gold ring from which this delicate jewel-like little 
frame may be hung. 


oo come foremost in these selections and the 
new shapes are very pleasing. As flat and slim as the 
thinnest of the thin watches, these modish lockets follow 
octagon, square, oblong and oval forms. They are con- 
structed in beveled gold, frosted platinum, engine-turned 
silver and enamel. Chains are made to match these locket 
mountings, gem-set or enamel to repeat the color of the 
locket. Illustrated we have a gold locket with a frosted 
surface and a smooth-polished beveled edge. It has sepa- 
rate divisions for four little portraits within the tiny case 
and it hangs from a slender chain of alternating links of 
frosted gold and flat little sections. The second locket 
sketched is quite a different affair. It has a ground of 
faceted black onyx set with three pearls in a row. It 
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hangs from a pearl chain, and it is lined 
with white gold bordered about with tiny 
sections of faceted black onyx. 


HE convertible watch is highly fa- 
vored by the modish woman, and here 
we have it in our illustration 
shown as a watch on a chate- 
laine chain. The pin is made 
to match the watch case, 
with its setting of black and 
gray enamel and its inlay of 
pale amethysts. When this 
watch is worn on the wrist 
band, it may be blended with 
a matching silk cord holding 
appropriate slides and catch 
or this watch may be 
mounted on a flexible chain, 
on a bracelet of braided 
platinum wire or on a gray 
ribbon mounted with faceted 
amethysts. This same watch 
may also be hung from a 
sautoir chain or it may form 
a locket on the regulation 
neck chain or string of 
beads. A new sautoir has 
the black enamel for alter- 
nating links with hand-en- 
graved sections of the plati- 
num. Faceted amethysts and 
platinum links will make an 
appropriate neck-chain for 
this popular watch. 





S a gift for a man on 
Decoration Day, there 
is a new wallet of walrus, 
framed about in the narrow- 
est possible line of gold. 
This clever case holds space for two portraits and a sepa- 
rate section for bills and cards. Each portrait opening is 
edged with gold and the outer border of the wallet is fin- 
ished with ornamental gold clasps. Suede in tones of dark 
blue, olive green, russet and sepia, is used for other wallets. 


‘4, 


TREASURED finger ring, a keepsake of a dear one, 
C has formed the basis for a set of matching jewels. 
The ring has at the center a large faceted amethyst which 
is surrounded with small pearls and set in a gold mount- 
ing. On either shoulder of this finger-ring are inlays of 
black enamel, and it is these, blended with the amethysts 
and the pearls which have made the keynote for a locket 
to be worn on a slender chain, and a large brooch. On 
the gold locket case the black enamel makes a decorative 
border and the pearls surround a central amethyst. For 
the brooch there is an oval amethyst with pearls grouped 
at either end and two bars of gold enamelled in a black 
hair-line pattern. 
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Gifts for the June Graduates 


Jewelry, Silverware, Watches, and Many Accessories Should Be Selected With an Eye 
to Style and Appropriateness 


By Ima Thompson 


sister, the younger folk demand style and appro- 

priateness in their jewels and utility pieces. And, 
as it is from among these things that the tactful giver 
will choose gifts for the 
June graduates, it is well 
for those who are inter- 
ested to be prepared with 
governing details. 

First and foremost in 
the minds of college 
graduates will come for 
the young lady this year, 
bracelets, bags and vani- 
ties and watches. For 
the young men, watches, 
belt-buckles and desk 
sets and so here we con- 
sider the latest designs 
and forms in these im- 
portant articles. 

The bracelets, for in- 


(7 sster.‘a following the lead of older brother or 




































gem-stone bracelet. Two of these designs are shown in 
the illustration. One is formed of loops of gold wire 
and mounted with smooth-cut olivenes. The second one 
has large round beads of turquoise matrix and an ele- 
phant carved from tur- 
quoise and alternating 
sections of ornamental 
silver wire. 

Choker necklaces are 
very often made to match 
these flexible bracelets, 
but generally these pairs 
of jewels come under the 
head of costume jewelry 
and they are composed of 
flat sections of plain pol- 
ished gold, silver or cop- 
per, or they are con- 
structed of hand-carved 
polished wooden beads. 

Beads of all sorts will 
please the _ up-to-date 
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stance, will be most 
highly favored if they 
conform to one of two 
differing modes. They 
will meet with the ap- 
proval of the particular 
young lady if they are 
flexible, composed of 
overlapping metal plates 
or fashioned of gold or 
silver links and set with 
the colored gem stones 
for day wear. For the 
second group, the even- 
ing bracelets, there must 
be faceted gemstones, 
small pearls and dia- 














young lady this spring. 
They come in handsome 
strings with gold catch 
and links and gemstones, 
either faceted or smooth- 
polished for short strings. 


< ONGER necklaces 
» have central 
plaques and pendants for 
their extra ornamenta- 
tion. Three of these de- 
signs are shown in the 
picture, one with long 
narrow cylinders carved 
from any especially fa- 
vored opaque gem stone, 

















monds and platinum such as jade, smoked 
mountings. amber, jasper, carnelian, 
A group of the daytime chrysoprase, turquoise 
and coral. A second de- 


bracelets is shown in the 
picture. There is one 
new design with large 
links of copper and flat 


sign has a plaque and four 
ornaments inset in the 
bead string. These carved 





smooth polished sections 
of malachite, brown 
agate, and smoked amber. 


Overlapping scales are set 
at the tri-cornered links with faceted peridots, topazes 


and amethysts. A large round piece of cabbage green 


jade is button-cut and placed as the section of an orna- 


mental plaque of enameled silver for one of these 
sketched silver link bracelets. 

Dangling pendants will please especially the high- 
School graduate, if they hang from her new flexible 





sections may be cut from 
ivory, black onyx, jade or 
jasper and mounted on a string of cut crystal, silver or 
gold. 

Although the third design, showing these newly popu- 
lar longer necklaces, is frankly modernistic in its theme, 
yet it is conservative enough with its chain of twisted 
gold wire to gain the approval of the younger set. And 
speaking of the modern mode, it is not extremely well 

(Continued on page 48) 
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The Recognized Authority of the Trade 
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The Coming Trade Practice Conference 


HERE is considerable interest throughout the 
[trace in the trade practice conference which is 

to be held in Chicago early in June, during the 
time that the wholesalers are gathered in that city 
in convention, announcements of which have already 
been made in previous issues of THE JEWELERS’ CIR- 
CULAR. This conference, at which Charles H. Marsh, 
Commissioner of the Federal Trade Commission, will 
preside, will be held at the Edgewater Beach Hotel, 
5349 Sheridan Road, Chicago, Wednesday, June 5, 
at 10.30 a. m., Daylight Saving time. 

According to the official announcement just issued 
by the Commission, among the practices which have 
thus far been proposed for discussion are: false and 
misleading advertising ; misbranding of merchandise; 
fraud and misrepresentation of various kinds; a 
definition of “qualified wholesale distributor”; the 
question of selling goods not stocked; the question 
of terms; of not charging interest on past due ac- 
counts; secret rebates; misrepresentation of sales 
policies; cancellation; inadequate margins, price dis- 
crimination, and several other matters which have 
been agitating the jewelry trade for a long time. 
Experience of former trade practice conferences in 
this and other industries would indicate that it will 
be impossible in the time allotted to settle satisfac- 
torily all these various topics which have been urged 
for discussion, but even if only a few of these come 
up for discussion in such a way as to get a general 
consensus of opinion or an agreement by the majority 
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present, much will be accomplished in the way of 
eliminating trade abuses. 

According to the announcement of the Commis. 
sion, the purpose of the conference is to give all con- 
cerned an opportunity to participate in deliberations 
which are expected to result in efficiently eliminating 
from the industry practices which may be considered 
unfair, wasteful or otherwise bad, both for the in- 
dustry and for the public. It is hoped, therefore, 
that all the various organizations in the trade which 
have been invited will be present, or represented, and 
that these, as well as the various branches of the in- 
dustry, will have spokesmen present capable of ex- 
plaining their views on the topics to be discussed, 
The jewelry industry contains so many elements of 
different interests that it would be unwise, as well 
as unfair, to have the conference adopt standards 
of practice that would not be applicable or equitable 
to all. 





Congress Considers Changes in the Tariff on 


Jewelry and Watches 


S told fully in the news columns last week, Con- 
A gress has received the proposed new Tariff 
Bill and the country is again in the throes of 
a tariff agitation which, to a more or less extent, 
will prove unsettling to business until the differences 
between the various groups in the Senate and House 
are ironed out and the act is finally whipped into 
shape and signed by the President. 

The new schedules covering gems and imitations; 
jewelry of various kinds; platinum, gold and silver- 
ware; watches, watch movements, watchcases of 
various kinds; clocks and clock movements, dials, 
etc.; beads and spangles and similar articles that 
border on the jewelry and kindred lines, were all 
published in detail in THE JEWELERS’ CIRCULAR, in 
the issue of May 9, despite the fact that the bill was 
not presented to the House until the afternoon of 
Tuesday, May 7. A full summary of the meaning 
of these schedules was published, together with the 
paragraphs, verbatim. So important did this prove 
to the jewelry trade as a whole and so many inquiries 
were received by THE JEWELERS’ CIRCULAR by ’phone, 
telegraph and mail from all over the country, asking 
for extra copies or clippings of the paragraphs, that 
we have been forced to reprint the story in full for 
the general use of the trade, and we will be glad to 
send copy or copies to any of our subscribers who 
need them. 

Whether or not any or all of these paragraphs will 
be satisfactory to a majority of the industry, it is yet 
too early to determine, but already dissatisfaction 
has been expressed as to many of them. Particularly 
among the diamond men there is great dissatisfac- 
tion over the fact that the House did not deem fit to 
follow the suggestion offered to reduce the duty on 
precious stones from 20 to 10 per cent on the cut 
gems and put rough gems on the free list. An at- 
tempt will be made to get these changes from the 
Senate. 

As far as the watch and clock paragraphs were 
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concerned, these have been completely re-written by 
the Ways and Means Committee in a way to provide 
greater protection from foreign competition and to 
prevent evasion of duties. Whether or not the do- 
mestic manufacturers are fully satisfied or will ask 
amendments, cannot yet be told, but already there 
has been a strong protest from the importing ele- 
ment who believe that the duties will work an in- 
justice to the entire industry. There seems to be 
such a strong difference of opinion as to the effect 
of these schedules, both on the industry in general 
and the retail jeweler in particular, that we will 
endeavor to place before our readers in this and 
future issues a full statement as to the contentions 
of all sides, that the retail and wholesale jeweler may 
be in possession of facts available in order to deter- 
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the incentive for real horological education, the insti- 
tute, by its examinations and certifications of watch- 
makers, has created a real reason for the watchmaker 
of the country to become proficient in his calling and 
to develop himself from the position of an ordinary 
mechanic to that of a real horologist. The result of 
its work so far has been to help to establish the status 
of the watchmaker or watch repair man in the eyes 
of the public and even in the trade, as that of at least 
a semi-professional calling, give reason to the student 
to have pride in his work and in his education, and 
provide a basis on which the real watchmaker can 
be distinguished from the “tinker” of watches. 

The H. I. A. was called into being through the 
far-sightedness, public spirit and enthusiasm of a 
small group and the individual efforts of one man 





mine exactly wherein his interest lies. The columns 


of THE JEWELERS’ CIRCU- 
LAR are open to all ele- 
ments of the trade in or- 
der that their case may be 
presented fully and fairly 
before the distributing 
trade “lines up,” for or 
against, the various para- 
graphs of the Act in case 
their influence on the local 
Congressmen is asked for. 





The Great Work of 
the H. I. A. 


HE annual meeting 
‘i of the Horological 

Institute of America 
held last week in Wash- 
ington, full details of 
which appear in another 
column of this issue, again 
serves to call the attention 
of the trade to the impor- 
tant work that this insti- 
tute is already doing for 
the industry at large and 
the much broader field for 
work that it will have in 
the future. 

Though distinctly a sci- 
entific body, without busi- 
ness affiliation, organized 
for the purpose of devel- 
oping and spreading the 
science of horology, the 
institute has proved that 
it can perform a function 
for the jewelry and watch 
trades in the United States 
that could not be done by 
any of the trade or com- 
mercial bodies in it today. 
With business conditions 
developing in a way that 
would ordinarily destroy 








Convention Story Praised 


A. Kaun, INc. 
Jewelers and Platinumsmiths 


935 F St., Washington, D. C. 


Epiror, THE JEWELERS’ CIRCULAR. 

Permit me, in behalf of the Maryland-Dela- 
ware-District of Columbia Jewelers’ Association, 
to compliment you most highly on the splendid 
detailed account of our convention which ap- 
peared in your last issue of THE CircuLAR. 

Such hearty cooperation tends greatly to 
spread the gospel of mutual understanding, to 
which I referred in my opening address of the 
convention. 

May I ask you to kindly have forwarded to 
me 12 copies of THE CircuLar of the issue of 
Thursday, May the ninth? 

Very sincerely, 
ARTHUR J. SUNDLUN, 
President. 
* * * 

Mr. Sundlun, who is the newly elected presi- 
dent of the Maryland-Delaware-District of 
Columbia Jewelers’ Association and also of the 
Washington Retail Jewelers’ Association, was 
the general chairman of the committees having 
charge of the recent convention in the capital 
city. It was to his untiring work, as well as that 
of the chairmen and the members of the sub- 
committees, that the convention proved one of 
the most enjoyable, interesting and profitable 
that has been held in the jewelry trade in many 
years. Mr. Sundlun had earned a reputation 
as a merchant and jeweler, and, as a result of 
his work as president of the Washington body 
and chairman of the convention, he has also 
attained a reputation as an executive that makes 
the members of the tri-state retail jewelers’ body 
look forward hopefully to a brilliant adminis- 
tration during the next year. That THE 
JEWELERS’ CIRCULAR account. was deemed ade- 
quate by Mr. Sundlun and his fellow workers 
in charge is a matter of gratification to ourselves. 
—Editor of THE JEWELERS’ CiRcULAR. 








in particular. It met with a ready approval of the 


far-sighted men in the 
jewelry and watch trade 
who saw the signs of the 
times; saw that the real 
watchmaker was disap- 
pearing at the very time 
that public appreciation of 
proper timekeeping could 
be developed to a marked 
degree. Though nearly 
all the national and State 
associations, in resolution 
after resolution, have ap- 
proved it and called upon 
their members to actively 
support it, the support 
has been meager in the 
extreme. 

But the institute has 
had loyal and_ strong 
friends who stood by it 
from the start, and to 
these people the jewelry 
trade is indebted to the 
fact that it has continued 
to function, and function 
effectively. Though for a 
time financial support 
came so slowly and in 
such a slight degree that 
it seemed as if the great 
work must be abandoned 
for lack of proper income, 
the institute has weath- 
ered the storm, and too 
much credit cannot be 
given to its officers for 
their untiring efforts and 
sacrifices in the attempt 
to “carry on.” To them 
and to its loyal friends 
Should be credited such 
success as has been won, 
and that success is very 
much greater than would 
appear from the brief re- 


(Continued on page 48) 
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Personal gifts for 

the groom are 

well featured 
here. 


Note how all the 
pieces show up 
very attractively 
and conspicuously 
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The background 
is purely modern- 
istic and is not 
over-emphasized. 


Practically every- 
thing shown is 
useful either for 
indoors or out- 
doors. 


eAdvertising and Selling 


ugvestions for June 


By Hugh L. Wood 


our second best selling season for jewelry and 
kindred lines. Let’s make sure that we make the 
best of this golden opportunity, because ours is a fitful 
business and we must make the best of its “peaks.” Of 
course all of us are looking forward to that glorious day 
when the general level of the jewelry business volume will 
be raised, and it will not have the saw-toothed “peak and 
valley” appearance that now distinguishes it. 
Full profit from the June wedding season must always 
be predicated on our having prepared to take advantage 


7, ND we now find, approaching us on the calendar, 
‘@) 


Here is a display 

of wedding and 

engagement jew- 
elry. 
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The display was 
made by Linz 
Bros., Dallas, 
Tex. Arranged 
by C. O. Girard 





of the season. In other words, we must have assembled 
our stocks with this season in view; must have culled 
our mailing lists and added to them; must have prepared 
advance promotion materials, and all that sort of thing. 
It is greatly to be desired, of course, to have your own 
shop known as “the”’ bridal gift shop; but few of us enjoy 
this distinction. 

It is a fact, though, and an important one, that the 
jewelry house that will get the lion’s share of the bridal- 
gift business will be the one whose name carries prestige 
with it and gives a background of taste and exclusiveness 


It was shown at 
the Convention of 
the Texas-Louisi- 
ana Retail Jewel- 
er’s Associatio.. 


It represents « 
gay wedding 
party and attract- 
ed much attention 
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“Suggestions for 
the Perplexed” is 
the inscription on 
the card shown 
with this display. 


to the gift. These are the “priceless” intangibles that loom 
so large in the jewelry business. 


ERCHANDISING for the June wedding business 
takes the form that characterizes most every other 
merchandising effort: 

(1) Direct mail effort. 

(2) Newspaper advertising. 

(3) Window display. 

(4) Merchandise display in the store. 

We will find that each of these efforts can be so stand- 
ardized and improved that they will function profitably for 
every calendar merchandising event. 

Your stationery department, if you have a live one, 
should be a mine of profitable information regarding 
wedding business. Early through this department comes 
the gossip about the approaching large weddings. These 
events, like other important ones, “cast their shadows be- 
fore,” and an alert attendant in this department should be 
en rapport with all the news of the approaching important 
nuptials. 

If a store is to solicit June wedding business through 
the mail, it should be most careful that its mail appeal 
is one that will impress the recipient. How ridiculous 
that a jewelry store should solicit wedding gift business 
on letterheads that are cheaply commercial! How hope- 
lessly incongruous for such a firm to solicit the wedding 
announcement or invitation business with letters going 


out on cheap stationery! 
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The merchandise 

shown includes 

sterling silver, 

plated ware and 

pewter cocktail 
set. 


“Dear Miss : 

“As a business house, deprived of the honor of personal 
acquaintance and friendship with patrons, we must forego 
the pleasure of congratulations to you on your forthcoming 
wedding. 

“But, as a business house, we do enjoy the privilege of 
contributing to the happiness of the most important event 
in any young woman’s life—the honor of furnishing the 
bridal silver, the gifts of friends and relatives that mark 
these joyous occasions. 

“It has been our privilege so long that a gift from 

has come to be considered the mark of smartness 

and propriety on such occasions. We trust that you will 

think of us when deciding upon your silver; your brides- 

maids’ gifts, and the beautiful, lasting adornments for the 

home that will spell lifelong happiness for you and yours. 
Respectfully,” 

Don’t—DON’T make the mistake of offering effusive 
and patently insincere congratulations, good wishes and 
other meaningless amenities in a letter that is, at bottom, 
purely a cold, commercial appeal for dollars-and-cents busi- 
ness! How hollow and insincere are some of the “con- 
gratulatory” commercial selling—letters that are showered 
on brides and grooms-to-be by furniture dealers, ice com- 
panies, kitchen-range makers, real estate agents and— 
jewelers! Put yourself, for a moment, in the position of 
such a bride or bridegroom-to-be. Can you imagine your 
own reactions to a letter from a business-house, signed by 

an individual you do not 
, know and may never have 





Certainly the jeweler should 
set an example in such di- 
rect mail efforts, and his 
stationery should be care- | 
fully selected, and the | 
writing or engraving on his | 
solicitations should be most | 
excellently executed. 


O a selected list of 


Push Hard for June Business 


June is the second best selling season of the year 
for jewelry and kindred lines. 
best of this golden opportunity. 
all looking forward to the day when the jewelry 
business will not have the saw-toothed “peak and 
valley’? appearance which now distinguishes it. 


heard of, offering you can- 
gratulations and best wishes 
and a dozen other silly ex- 
pressions of sentiment that 
could only properly come 
from a dear, close friend? 

The very selling message 
which such a clumsy mis-use 
of social amenities is used to 
———— overcome, is weakened and 


Let us make the 
Of course we are 





brides-to-be and parents 
of the same, as well as to 
grooms-to-be and friends and parents of same, a series of 
two or three carefully planned letters should be sent. 
They should hide, as successfully as possible, the cold 
commercialism of the appeal, for weddings are sentiment 
and emotion and romance personified, and the clashing 
notes of selling have a most discordant sound in ears at- 
tuned to the delicate sentiments involved. One must, there- 
fore, make his bid for wedding business as unobtrusive 
as possible. Perhaps some such letter as this to brides-to- 


be might suit: 


made less effective by this 
very obvious attempt to disguise it with personal ex- 
pressions which have no place. 


F we have merchandise to sell, let’s boldly try to sell it 

on its merits. Let’s not try to “kid” the prospective 

customer that the merchandise is only a secondary inci- 

dental, and that we’re more anxious to convey our personal 

feelings to someone we don’t even know! The public is 

not so dumb—and certainly smart brides and bride- 
(Continued on page 46) 
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Advernsing and Selling Suggestions for June 


(Continued from page 45) 





grooms-to-be (such as we hope to sell our merchandise to) 
can’t be hoodwinked in this bald manner. 

A second letter could read something like this: 

“Dear Miss 

“One of the most joyous, and sometimes troublesome, 
duties that go with weddings is the selection of the Bride’s 
silver. But it’s so important; it means so much in the 
after-years, that it is a duty that must be attended with 
great care and discretion. 

“One of our chief functions in business is to cater to 
this most important need—and we have made a specialty 
of it. Here you will find the reigning patterns of solid 
silver, designs that have a history and 
background that will make them proud 





Ad No. 1 


commission that would contravene the best social usage! 
Heavens, no! Yet, here’s a smart jeweler who has raised 
several serious questions about bridesmaids’ gifts—ques- 
tions that had never dawned on her. And this same jeweler 
raised an important question about engraving—or not 
engraving—the wedding silver! Surely he must know 
his stuff! And surely he must be consulted about these 
items, no matter where she decides to buy. 

Get the idea? We’re throwing in some “teaser” ques- 
tions here that are almost certain to bring her into your 
store. And woe betide the jeweler who uses such letters 
and is not prepared to follow up the advantages which 
they bring’ him. Just imagine her 
rushing into the store to have these 





important questions decided for her, 





heirlooms in years to come. 

“‘And we have such an interesting 
way of presenting them to you—all 
laid out on typical dining tables, either 
in formal or informal services. You’ll 
be delighted with this method, for it 
will visualize to you—at once—just 
how your silver will appear in your 
home! 

“Thrilling, isn’t it? We’d be glad 
to have you come in and discuss silver 
designs and patterns for engraving— 
or perhaps you won’t want your silver 


Your 


Wedding Silver! 


Will guests look at it critically and ap- 
provingly, and say to themselves: 


“Of course, she’d only have the best!” 


Will it be engraved just right? 


and falling into the hands of some 
mentally somnolent salesman who 
gives her a blank look when she men- 
tions the question! No, you must be 
on your guard. Can’t you imagine 
how much more faith and confidence 
a bride-to-be would have in your estab- 
lishment if you would tell her, in an 
authoritative way, that there is a vast 
difference in opinion as to whether or 
not silver should be engraved? And 
cite her your authority for this! 






engraved—there’s an interesting dif- 

ference of opinion among the smartest 
personages on this subject. 
Yours” 

There you are. An out-and-out bid 

for wedding silver business, standing 








Will it carry the initials of your maiden 
surname and your husband’s surname? 

Or is a different mode of engraving 
smarter ? 

Weddings are Special Events-—and worthy 
the study of specialists. 


(There are plenty of articles published 
on this subject—both pro and con— 
by well-known women writers.) 

And can’t you see how you could 
lead her into your own way of think- 
ing on choosing the bridesmaids’ gifts, 
if you’ll point out to her the whys of 








on its frank appeal for patronage. 
And why not? Letters along the same 


Your Name Here 


this kind of a gift, and of that? 





line can be built to suit the various 


The same thing is true in approach- 





needs of the prospective bride. Here’s 

one on a most important subject—one not sufficiently 
merchandised, in the trade, I fear: a letter on brides- 
maids’ gifts: 


“Dear Miss: 

“Perhaps one of the most thrilling moments of any 
wedding, for the “lookers-on,” is the opening of the brides- 
maids’ gifts! 

It is second in interest and thrill only to the catching 
of the bride’s bouquet—which, we all know, due to blessed 
tradition, MUST be caught by the NEXT bride! 

“Writers and students of smart social usage have de- 
voted much time to the question of selecting bridesmaids’ 
gifts. Should it be useful, or merely ornamental? Should 
it carry with it a significance of the happy event it 
signalizes? Should it reflect the giver’s or the receiver’s 
personality ? 

“Really there are so many important questions concerned 
in the selection that we’d like to have you come in—view 
our special selection of such gifts, and talk with us about 
it. You’ll be sure to be able to come to a happy con- 
clusion and delightful choice. 

Yours” 


N such a letter as this we arouse a little of that blessed 
feminine curiosity. We raise questions here that may 
never have occurred to her. She’s supremely anxious that 
the wedding shall be just “right” in every detail. Good- 
ness, gracious, there must not be one single omission or 





ing the bridegroom-to-be on grooms- 
men’s gifts, and the bride’s gifts. Get a letter off to him 
early in the game, soon after the engagement, telling 
him a few things about the importance of wedding silver, 
and why the husband-to-be should interest himself in this 
detail. Believe me, if the fiancé says a diplomatic word 
to the fiancée about being sure to consult Jewelry 
Co. about the wedding silver, it’s likely to have a great 
deal of weight. But, of course, you must advance some 
real argument to this husband-to-be. Men want sales-ar- 
guments—not just sentiment. If you can’t find plenty of 
good arguments to advance, you’re not a good mer- 
chant. 





. HY not something like this—perhaps you'll think 
of a better one: 
“Dear Mr. 
“We men, as a rule, are not so conscious of the delicacies 
of sentiment that attach to wedding gifts—the silver, for 
instance—as are those who do us the honor of becoming 
our wives and mothers. 
“All the more reason why we should do our best to make 
sure that the gift is right in sentiment, form and quality. 
“Design in silver means as much, today, to smart wo- 
men guests in our homes as do the names of automobiles 
to men. The little matter, for instance, of whether the 
bride’s maiden surname initial should appear in the en- 
graving of the family silver is a most important one, 
(Continued on page 51) 
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CIRCULAR 4T 


Pipe Mines and Alluvial Fields 


Presenting statistics of diamond output of De Beers and other mines and that of the 
“diggings” in Lichtenburg and the Namaqualand, brought out by the 
report of Sydney H. Ball on “The Diamond Industry of 1928” 


(Continued from the issue of May 9) 


merous alluvial mines in the Kasai River drain- 

age on either side of the frontier of the Belgian 
Congo and Angola, made a normal increase in production 
as shown by the following table: 


[7 HE Central African diamond field, operating nu- 


Forminiere Beceke Diamang 
Year Co. Co. Kasai Luebo Lueta Company 
. ee 228,410.62 579,500 54,720 ee 126,571 
ee 247,660.84 770,000 63, ty SUCOU wees 154,370 
aa 249,192.61 OS a 2 rea 201,320 
| re 250,000.00 1,000, "000 150, 000 Silesia, . ieteisteha 250,000 





~ *Mining Journal of London, Feb. 9. 1929, p. 100. 


“The total production of these various companies to 
Dec. 31, 1928, has been as follows: Forminiere (1013 to 
date), 2,612,000 carats; Beceke (1920 to date), 3,558,000 
carats; Kasai-Luebo-Lueta Companies (1920 to date), 
588,000 carats; total for Belgian Congo, 6,758,000 carats; 
Diamang (operating in Angola), 1,311,320 carats; grand 
total, 8,069,320 carats (134 tons). The mines were hon- 
ored in July by a visit of their Majesties, the King and 
the Queen of the Belgians. 


South West Africa 


“In 1927 South West Africa produced 723,877 carats of 
a total value of £1,620,862. The stones averaged 5.9 per 
carat. Sales were 577,341 carats, the average price being 
56.15 shillings, or a total of about £1,621,000. Due to 
market conditions, the 1928 production was reduced _ to 
some 497,166 carats. By far the largest operating company 
is the Consolidated Diamonds Mines of South West Africa. 
Since its inception in 1920 to the end of 1927 it had paid 
to the protectorate in taxes £2,243,091. In November this 
company announced that to the north of the Orange River 
it had found an extension of the Namaqualand field, and 
in consequence its shares were favorably affected on the 
market. The find looks encouraging but its importance 
is as yet unknown. The Namaqua Diamonds, Ltd., also 
operates in the protectorate and in 1928 the Corona Mines 
(capital £40,000) was formed, its property, which consists 
of 15,000 acres, being a small producer. 

Gold Coast 

“The production for the fiscal year ending March 31, 

1928, was 501,455 carats, and the 1928 production was 


presumably about 600,000 carats. 
“Recent exports from the Gold Coast follow: 


Per Carat 
Year Carats Value Value Shillings 
ree 66,946 £85,361 25.6 
er 163,000 184,000 22.6 
Re eee 299,835 362,833 24.2 
re 460,959 512,159 22.2 


“By far the largest producer is the African Selection 
Trust, Ltd., which during the year acquired additional 
property. Results of recent operations follow: 


Year to Revenue Mining Total Net Per 

June 30 Diamonds Costs Expenses’ Profit Dividend Share 
ee £211,550 £48,436 £75,009 £138,430 £126,013 8/6 
ae 358,347 74,892 109,462 253,090 263,144 17/9 
| |e 342,879 96,095 129,462 215,961 226,081 15/3 


“Its holding company, the Consolidated African Selec- 
tion Trust, also controls a second, although non-operating 


company, on the Gold Coast, Anglo-African Exploration, 
Ltd., and is a large shareholder in Cape Coast Explora- 
tion, Ltd. West African Diamonds, the next most impor- 
tant company on the Gold Coast, produced in the year 
ending Sept. 30, 1927, 54,692 carats which were sold for 
£62,499 (22s. 10d. per carat). In 1928 it produced about 
107,750 carats. During the year it increased its milling 
capacity somewhat and from July on has presumably been 
on a profitable basis. Its total production to the end of 
1928 has been about 186,000 carats. There are three or 
four less important companies, largely in the prospective 


stage. 
Tanganyika Territory 


“Tanganyika Territory has recently become a small pro- 
ducer, recent figures being as follows: 


Shillings 
Year Carats Value Per Carat 
De 2k 6.sae os 411 £2,260 110 
if ee aerea 6,695%4 37,480 112 
Ske 7k eee 18,766%4 101,480 108 
>) 2 (Bet) 20550 ~*~ cateac 


“In 1927 the stones averaged 0.93 carats each and the 
largest stone weighed 5214 carats, 102 exceeding 10 carats 
each. Tanganyika Diamonds is responsible for practically 
all the production. The company is working a basaltic 
kimberlite pipe and the overlying and nearlying gravels. 
Some six other pipes about 35 miles south are being de- 
veloped by the Central Diamond Mines of Tanganyika, 
Ltd., and the Dodoma Development Syndicate. Tangan- 
vika Diamonds has a 25 per cent interest in the former 
company. 


South America: 


“Recent productions of diamonds in British Guiana 


follow: 

Year Carats Value Value per Carat 
DMM nie lchaioys see's 159,246 $3,859,357 $24.24 
jo eae 214,385 4,956,410 23.11 
I Son eae 184,572 4,097,437 22.20 
1 oes 188,207 4,057,285 21.56 
Te Ce oe 164,156 3,447,276 21.00 
Boa). 0vers' chess 173,796 3,526,620 20.29 
BORG ais 0's osksiee 132,483 j= == eeeeeees cass 


“In 1927 the average size of the stones was 6.47 per 
carat as opposed to 7.36 in 1926. The largest stone found 
in 1927 weighed 19 carats. The stones produced in 1928, 
according to Vice-Consul Harold R. Brown, averaged 7.3 
per carat. Practically all of the stones were recovered by 
‘pork-knockers’ (negro prospectors). The Mazaruni dis- 
trict accounts for 88 per cent of the production and the 
Potaro district for 8 per cent. The United Diamond Fields 
of British Guiana, floated in 1926 with considerable pub- 
licity, proposed. at a stormy meeting in September to sell 
its assets. 

“The production of Brazilian gem stones remained sta- 
bilized at about 50,000 carats. Several foreign companies 
did a little development and one or two mining. Several 
prospecting expeditions were dispatched to eastern Vene- 
zuela, but since the extremely low water of 1925-6 there 
appears to have been little progress made. 

(Continued on page 91) 
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Great ork of the H. 1. A. 


(Continued from page 43) 


ports of its work that have come to the trade from 
time to time. 

Fortunately, the institute is now making headway 
as the reports at this convention have well shown. 
The support that has come to it has been encouraging 
though in no way adequate or commensurate with the 
importance of the work that is being done, but the 
donation of the collection of watches worth $80,000 
presented by James Ward Packard (which is now 
temporarily housed in the Smithsonian Institution), 
together with the small cash donation for the care oi 
these watches, which has been given prominence in 
the press of the country, tends to establish a precedent 
for bequests of this kind. It looks now as if the 
recognition which the institute so thoroughly de- 
serves for its great educational -work and its help 
to the trade in developing watchmakers is about to 
be accorded to it by the trade and public, and that 
it will be able to continue, as in the past, to function 
as an independent and scientific body and develop 
on educational lines without a suspicion of, or taint 
of, commercialism. For it is only as such that it can 
attain the respect of the public and its certifications 
carry with it the weight of authority that is neces- 


sary to give the watchmaker and horologist a recog- 
nized certificate of standing. 

The ambitious plans for the future of the institute, 
as outlined by its president and others, will be read 
with deep interest by all members of the trade, and 
it is hoped that they will prove an incentive to all 
members of the industry, whether retailer, whole- 
saler or watch manufacturer, to do his utmost to 
see that the Horological Institute of America is ade- 
quately supported, both in memberships and in do- 
nations. Secretary Moore pointed out recently that 
a man died about a year ago who had made $2,000,- 
000 in the jewelry trade, and it all went to an orphan 
asylum, while another man who had made a similar 
fortune, chiefly in the watch end, died, but not a 
single cent or bequest was left to this institute which 
is doing so much to make the sale and manufacture 
of fine watches possible in this country. 

Jewelers should see to it that they do their part 
toward stirring up the interests of philanthropists 
in the institute, and where possible help to under- 
write a fund that would permit the carrying out of 
the essential features of the ambitious plans now 
in contemplation. 





Gifts for the June Graduates 


(Continued from page 41) 


thought of by many an otherwise modish young lady. 
It is often considered too garish, daring and bizarre 
for her wearing, so she turns to something a little more 
conservative in design. 

Among the handbags and vanity cases, there are 
small pouches, envelope bags, handle-less designs and 
those with great round handles to please any of these 
young feminine graduates. Three bags are shown in 
the illustration, one a fluted pouch with gem-set mount- 
ing, and a strap handle, another in corded design and a 
slide mounting, and a third in tweed with a hand-carved 
silver top. 

The graduate of public school and high school age 
will think particularly well of any of the three little 
vanity cases shown in the picture. One swings from 
a circle of carved jasper, which matches the border line 
inset in the oblong vanity. Another has for a handle 
a lipstick holder matching the enamel of the vanity case 
and striped about with a silver line to correspond with 
the silver chain and border of the vanity. The third 
has a case with bands of colored enameling, a bead chain 
holding the vanity and a lipstick and a silver ring for a 
handle. 

Watches and desk sets, widely different in appeal, are 
those things nearest the heart of the student and they 
will obtain his gratitude if they are used as graduating 
gifts for the young men this June. The watches will 


necessarily come under two heads, the first, those which 
are handed down from father to son and for which a 
special new chain will be bought, and the second group, 
the new wrist watches on the leather straps as they are 
shown in the illustration. One of these watches has a 
long narrow case in frosted silver and a strap of walrus 
inlet on either side of the watch case. The second watch 
is also on a leather strap, but the case is enameled ina 
dark color to match the wrist band and the watch face is 
in silver with enameled hands. 

Watches for the girls are shown also in this group. 
There is one with an openwork silver frame, another in 
gold mounted on a silk cord after the latest style for 
tailored watches, and two with gem-studded bracelets. 
Pearls in a band of four rows make the handsome brace- 
let for a diamond set platinum watch, while the second 
jewel has smooth-cut colored gem-stones inlaid in its 
mounting of white gold. This last design may be car- 
ried out in any of the favorite colors, and color, by the 
way, is a most important feature of all these gifts for 
the graduate. Perhaps no other detail comes under such 
scrupulous consideration as this matter of color in the 
younger person’s clothes, jewels and accessories. It is 
color which decides the ultimate choice of a hat or 
frock, a string of beads or an under-arm case. So re- 
member this when planning gifts for June graduates and 
you will be sure to please them. 
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(Continued from page 46) 


means much to critical observers, is most significant in 
passing silver down from generation to generation. 

“We wish you’d come in some day—or request your 
fiancée to visit us—and let us discuss these questions 
which will soon be most important to you. 

“Yours,” 


SING a little of that old curiosity-arousing, interest- 
appeal in this letter you see, to a mere man. And 
don’t you think he won’t do something about it, either! 


But, for heaven’s sake, make your advertisements hu- 
man! Put some kick into them, and weave plentifully 
throughout the copy the sentiments and emotions of real 
human folks! It has been said that the most interesting 
thing to humans is—humans! Next to being able to talk 
about the feelings of an individual is to be able to talk 
about the feelings of a typical group. Would not some 
such advertisement as No. 1 touch a kindred chord in the 
feelings of a bride-to-be? This advertisement, which ap- 
peals to one’s aesthetic sense, will be found on page 47. 


These will just be about his reactions 
to it: He will either come in and ask 
what it’s all about, or he’ll take the 
letter with him on his next visit to his 
fiancée, and ask her if there’s any- 
thing to it. And you bet she'll assure 
him there is. Just possibly it has 
never occurred to her that there’s a 
nice little point of good taste and con- 
ventionality tied up in that little hint 
about engraving her maiden initial on 
the silver, but you can just lay a bet 
that she will insist on getting the 
facts on the subject. 

Always bear this in mind: You’ve 
GOT to get them into the store if you 
expect to sell them. And any means 
you use to get them into the store—so 
long as it’s legitimate and honorable, 
is fair. When they’re in your store, 
it’s up to you as to whether or not you 
cash in on their visit. 

The pitiful part of most of our re- 
tail jewelry selling, though, is that we 
fail to make use of one of the greatest 


Ad. No. 2 


Paula 


Caught the Bride’s Bouquet! 








Happy, fortunate Paula! 


Tradition says—and tradition knows—that 
PAULA will be the next bride! 


But what about the OTHER Bridesmaids? 
They got the second thrill for the “lookers- 
on” because they got such wonderful 


Bridesmaids’ Gifts! 


There’s a great deal involved in selecting 
the Bridesmaid’s Gift. Should it be useful 
—or merely ornamental? Should it reflect 
the Bride’s personality or the Bridesmaid’s? 


What IS being given to Bridesmaids? 


Where could the answer be found—more 
authoritatively than at 


NYTHING seriously wrong 

with such an ad? Does it pack 
any psychological kick? Does it raise 
the possibility of a problem that must 
be authoritatively solved by 
Jewelry Co.? Do brides-to-be want 
their guests to compliment them on 
their silver? Do they think about 
such things? We’ll say they do. If 
you'll phrase your advertising copy so 
as to make people think, so as to para- 
phrase their own thoughts and feel- 
ings, you’ll get reader-attention. And 
that’s the first great test any ad 
should measure up to. 

And why not one along similar lines 
on bridesmaids’ gifts? It will give an 
air of smartness and up-to-dateness 
to your store. Here is a suggestion 
in ad No. 2, just on the left. 





VEN though your business in 
bridesmaids’ gifts cannot run into 
large volume, you’ll find that occa- 





motivating weaknesses in human na- 
ture—sentiment and romance. And 
if anyone should make use of these 


Your Name Here 


sional advertisements of this sort pay 
well for themselves, because they give 
your store an air of smartness and 
“in the know” that is most beneficial 





major selling weapons, it should be 





we jewelers. How ridiculous to mere- 
ly hold up a piece of “Madame Jumel” silver to a bride-to- 
be and say: 

“Isn’t it pretty?” : 

Anyone could say that about most any piece of mer- 
chandise they sell—a man’s tie, a spotted pup, or a phae- 
ton-sedan. The thing to talk to her about when you show 
her a piece of silver is how proud she’ll be of it, because 
of its quality; how her friends will rave over it; how 
smart it is; how many exclusive families always choose it; 
how it will become an heirloom in her family, to be handed 
down generation after generation; how guests will admire 
it on her table; how they’ll mentally make note that she 
chose the finest. 


HE salesman who is armed with that sort of ammuni- 

tion need never fear bagging the game. You must 
endow your merchandise with glamour, romance, prestige, 
worth. 

So much for direct-mail effort and incidental selling. 
How should we advertise our wedding wares? Why ad- 
vertise them along any different lines than your letters? 
Should we adopt one policy in letters and another on the 
printed page? I can’t think of one selling point itemized 
above that wouldn’t apply, most fittingly, in an advertise- 
ment. 


to you in smart circles. Surely the 
store that knows all about the niceties of such an abstruse 
question as bridesmaids’ gifts must also know about what 
is proper for bridge prizes, presentations gifts from 
boards of directors, trophies for winning teams, etc. Get 
the point? 

And, just one other thought, in bringing this to a close. 
Do not overlook your giftwares department in featuring 
wedding gifts. There is no law declaring that all wedding 
gifts shall be of silver. As a matter of fact some of the 
smartest weddings bring forth many tasteful gifts of 
glass, pottery and other bric-a-brac. There’s a cue for a 
sales-letter or for an ad. 


SMART 
Wedding Gifts NOW include these: 
and give a list here. 


If possible, insert a little reproduction of a newspaper 
social note, telling of that sort of gifts received at an ex- 
clusive wedding. The social note in the ad should, of 
course, be reproduced in typical newspaper nonpareil read- 
ing-type, and be indented. 

In the display of merchandise in the store and in the 
show-windows, these same human interest appeals should 
be emphasized. Neatly lettered cards should be displayed. 
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This 


Modernistic Display 


Passersby View Its Arresting Effects Night and Day 


By A. C. 


N excellent example of the pulling power of 
oA4 ore drama in window displays is on exhibit 

at Marcus & Co.’s, Fifth Avenue, New York. 
Here is a jewelry store of national importance using a 
window display in which there is not a single ring, pin, 
watch or cigarette case—not a single thing that anyone 
could wear or use, yet which has people standing around 
it three deep all day long and most of the evening as 
well. 

This window is worthy of the attention not only of 
jewelers but of anyone interested in arresting effects. 

The display consists of a miniature stage set, modern- 
istic in spirit, in beautiful shades of sapphire blue. It 
was originally intended for use at night only, as the 
unique lighting effects are more pronounced then, but 
it was so successful and caused so much favorable com- 
ment that the store decided to leave it in the window 
throughout the day. 

The back drop, which is lighted from above with blue 
lights, represents the evening sky, in which is a sprink- 
ling of small diamond-like stars and one large, beautiful, 
round, star sapphire which reflects small points of light. 
In the foreground is a diminutive medieval lady gor- 
geously dressed in robes of sapphire blue velvet, spangled 
with small diamonds. She is standing by a telescope 
directed toward the large center of the constellation. 


HE window itself is draped with black velvet en- 
tirely surrounding the set, which is mounted in a 
gold frame standing on legs about 6 in. high. 
Underneath the set is a clipping from the current ad- 
vertisement of Marcus & Co., describing sapphires, giv- 
ing their historic significance as amulets and bringers 


This display by 

Marcus & Co. at- 

tracted unusual 
attention 


It consists of a 
miniature stage 
set in beautiful 
shades of blue 





Werner 


of good luck, for superstition indeed is not extinct. 

W. B. Okie, Jr., the brilliant young artist responsible 
for the design and execution of this unusual display, 
has grasped the dramatic possibilities in his work in a 
most powerful manner. The inherent beauty of the work 
attracts the attention of every passerby. Its character 
and charm inevitably arouse sufficient curiosity and in- 
terest to cause the observer to read the copy underneath. 
The beautifully varying intensities of the shades of blue 
then fix the idea of sapphires in the mind. 

How different from the stereotyped arrays of table 
silver, costume jewelry or whatnot most often seen in 
the windows of even our most up-to-date jewelers! 
What a strong publicity agent a really imaginative win- 
dow can be! Of course, not every jeweler is justified in 
going to the expense incident to such a display; not 
every jeweler has at his disposal the services of such 
an expert as Mr. Okie. On the other hand, by the use 
of a little imagination many delightful and novel effects 
can be produced, with the wealth of material supplied by 
that most romantic of all merchandise, fine jewels. 


Wy INDOW displays such as these make people stop 
and look; they remind people of jewelry; most im- 
portant, they keep the name of the store on the lips of 
the buying public. Such a display makes people say 
“Sapphires? Why, yes; I know the very place, Marcus 
& Co.,” often not because they remember exactly why 
they have this particular store connected in the mind 
with sapphires, but because the window was so arresting 
the association was made unconsciously. 
Let’s help people to use their imaginations by using 
ours; we’ll sell a great deal more jewelry. 


The back drop 

lighted from 

above represents 
the evening sky 


A telescope is di- 

rected toward the 

scintillating cen- 
tral gem 
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ADVERTISING 





As the Space Salesman Sees the Advertiser 


By Ralph H. Chase, 


T was a cold rainy spring day. The 

advertising manager of one of the 
metropolitan daily newspapers was mak- 
ing a duty call at my office. He was a 
bit grouchy, inclined to become cynical 
at times, but his conversation concerned 
a condition of widespread interest. 

“Why is it,” he said, “that the major- 
ity of the merchants in this city—and 
this is no different from hundreds of 
other places—think that they have a 
private corner on all the existing knowl- 
edge of advertising?” 

That was too stiff a question for me 
so I maintained an encouraging silence. 

“T have just completed a round of 
calls that included practically every mer- 
chant in this town who does any adver- 
tising to speak of,” he continued. “And 
I find over half of them so nearly alike 
in their ideas about advertising that it’s 
a wonder to me. . <P 

“Just a minute,” I interrupted, “If 
the better part of the merchants are 
robots so far as their advertising is 
concerned, how do you account for the 
wide variety of ads in your paper 
today?” 

“Took them over,” he suggested hand- 
ing me a newspaper. “Omit the na- 
tional or ‘foreign’ advertising and show 
me the ads you haven’t either seen some- 
where before or that could not just as 
well contain some other firm’s signature 
without anyone noticing the difference.” 

I pointed to a few ads I thought dis- 
proved his statement. “How about 
these?” 


' 66(4\UT of the hundred-odd ads there 

you find two that are different,” 
he went on cynically. ‘Just enough ex- 
ceptions to prove the rule.” 

“Well,” I countered, “if what you say 
is true, you are certainly indicting most 
of the ad writers in this city.” 

“Not at all,” said the advertising 
manager. “That just emphasizes my 
point. As I told a merchant up the 


Advertising Manager, R. Harris & Co., Washington, D. C. 


street—if a hinge was loose on your 
front door, you would call in a carpenter, 
tell him to fix it, and then let him do 
it without trying to tell him exactly how 
it should be done. Now, anybody can fix 
a hinge on a door. With advertising, 
though, it’s an entirely different story. 

“You call in your advertising man. 








Individuality 


T* advertising means much. The author 
of this article, advertising manager of 
one of the largest firms in the middle 
Atlantic section of the country, gives his 
views as a space buyer in local newspapers 
of some of the problems which both the 
local merchant and the newspaper adver- 
tising solicitor have to solve. Too often 
the advertising man is not allowed to give 
full sway to his own judgment as to adver- 
tising. Advertising is a profession demand- 
ing highly specialized knowledge and train- 
ing and should be considered in that light. 








You tell him what to advertise. You 
tell him what to say. That part is prob- 
ably all right because you know what 
you want to sell and can describe it 
better than he. The trouble is, you don’t 
stop there but proceed to tell your adver- 
tising man how you think the ad should 
look, how big the price must be, the 
shape of the ad, its size and the paper 
you want it placed in. 

“Either that, or you give him a clip- 
ping from an out-of-town newspaper— 
a half page ad—and tell him to use the 
same thing only put it all in two columns 
by 10 inches. Why, you don’t need an 
advertising man—a person who devotes 
his entire time to advertising and knows 
what he is doing. What you need is a 
couple of messenger boys.” 


“Did he kick you out?” I inquired. 

“No,” my visitor assured me, “he 
actually liked it. Asked me to criticize 
his advertising. And 1 did.” 


6é7N the first place,” he told the mer- 

chant, “you presume that everyone 
who reads your ads is a bargain hunter. 
You know that Smith & Pocohuntas 
down the street last week advertised 
plated water pitchers for $4.65. So in 
your ad you put in a big hand-lettered 
price of $4.39. Then you say: ‘Marvel- 
ous Values in Heavily Plated Silver 
Water Pitchers. Special Today Only.’ 

“Smith & Pocohuntas might have used 
a 20 inch space to advertise their pitch- 
ers. You use the same amount of space 
in the same newspaper. But you decide 
to crowd the water pitcher item up a 
little and put in the gravy boats, the 
well-and-tree platters. And of course 
you couldn’t omit that pet line about 
‘Our Great Combination Offer. Dia- 
mond Solitaire and Wedding Ring to 
Match—both for the price of the Dia- 
mond.’ And you wonder why your ad 
doesn’t pull! 

“He admitted he was crowding his 
ads too much—putting too many items 
in the same ad. But he insisted that 
he was giving better values than Smith 
& Pocohuntas. Then I asked him if 
he was running his business or Smith 
& *Pocohuntas running it for him.” 

“And at that,” I suggested, 
pointed to the nearest exit.” 

“Don’t be facetious,” said my visitor. 
“The merchant was interested and 
claimed that he did a great deal of 
advertising tnat wasn’t of the special 
sale character.” 

“I suppose you told him that was all 
wrong, too?” I asked. 

“Of course,” countered the newspaper 
man. “I told him his institutional ad- 
vertising had two glaring faults. The 
first fault was that it wasn’t his own 
advertising. In fact, I have often seen 
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the ad in which he puts his signature, 
above the signature of another firm in 
an out-of-town newspaper.” 

“What’s odd about that?” 1 wanted 
to know. “What about syndicate ads, 
services and the like?” 

My visitor’s expression showed his 
scorn of my innocently put question. He 
continued in a tone pregnant with 
sarcasm. 


6¢(\ UR friend up the street doesn’t 

subscribe to any mat service. 
And he won’t do so when he can get 
what he wants out of a large New York 
daily for nothing.” 

“That,” I said, “is plagiarism.” 

“That,” he informed me, “is a word 
that half the merchants in this coun- 
try have never heard the definition of— 
and I doubt if they have even heard the 
word before. If something isn’t copy- 
righted they feel no compunction about 
using it as their own. And many times, 
if an ad is copyrighted, a slight change 
here and there is made—enough to evade 
the technicality of the copyright laws.” 

“Cheer up,” I said glancing out at the 
slackening April shower. “The sun will 
be shining soon and you'll see things in 
a different light. By the way, what was 
the second glaring fault with this mer- 
chant’s institutional advertising?” 

“Simply,” I was informed, “that he 
doesn’t use his own judgment about 
placing his ads.” 

“Which means,” I said, “that he hasn’t 
been giving your paper as much lineage 
as you think you should get.” 

“Which means,” he repeated, “that he 
doesn’t give my paper as much as it 
deserves. Because—” 

“Hold on!” I interrupted quickly. 
“Don’t tell me why. I’ve heard it so 
often I know it by heart. You could 
make a phonograph record of your 
paper’s solicitation story and save a lot 
of solicitors’ salaries.” 

He conceded that there was some 
truth in what I said. “But that’s 
why I’m making this city-wide round 
of calls,” he argued. “Newspapers may 
be greatly at fault in their methods of 
solicitation, but the merchant who puts 
his ads in one paper in preference to 
others simply because the other fellow 
does it, is not an intelligent advertiser. 


66 Y argument is that every news- 

paper has some merits. No one 
publication can entirely cover any city 
of this size. The point I’m trying to 
bring out is that the merchant should 
study the relative merits of every news- 
paper and then make his own decisions 
about placing his advertising.” 

“Your argument,” I told him, “is only 
half an argument. We'll grant that the 
first part of it is entirely true but the 
last part, about every merchant study- 
ing the relative merits of all the news- 
papers, can only be true theoretically. 
That might be good business but it isn’t 
human nature and the trouble is that all 
business is conducted by human beings. 
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Maybe we’d all be better off if every- 
thing could be done mechanically. But 
it can’t. 

“Look at it from your own viewpoint,” 
I continued. “You have something to 
sell—space in your newspaper. How do 
you go about it? I am a space buyer. 
You send one of your solicitors to see 
me. He first selects the time of day to 
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chants of this city lack originality in 
their advertising. In my opinion, the 
same applies to your solicitors. Instead 
of complaining so forcibly about other 
people, why not correct your own meth- 
ods first and start your city-wide refor- 
mation of advertising afterwards?” 

“Our customers are always right,” he 
said laughingly. 
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One column of reading matter carried this striking ad of seven columns by Holland, 
of San Angelo, Tex. 


call when I am most busy. He then pro- 
ceeds to recount the advantages of your 
paper in the same old way, almost using 
the same words and phrases I’ve heard 
hundreds of times. I have yet to have 
one of your solicitors bring me some- 
thing new—some idea, for instance. But 
regularly he wastes my time going over 
the same sales treadmill. 

“You say,” I concluded, “the mer- 


GLANCED through the window. The 
rain had stopped and the sun was 
struggling through the clouds. 

“Thanks for your time,” said my visi- 
tor, courteously, also noticing the clear- 
ing of the weather. “TI’ll tell our solici- 
tors to make their sales talks briefer in 
the future.” 

“That will be a big help,” I replied 

(Continued on page 112) 





Push June Wedding Gifts Right Now in Your Advertising 
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Anniversaries 
3. Jefferson Davis’ Birthday—Holiday 
in several Southern States. 
8. Birthday of King George V of Great 
Britain—Holiday in Canada. 
14. Flag Day—Observed in 
schools. 
16. Father’s Day—Give Gifts that last. 
17. Bunker Hill Day—Holiday in Bos- 
ton. 
21. Great Seal of United States Adopted, 
1782—Display replica in window. 
June Weddings. 
Graduations — Commencement Exer- 
cises. 


public 


Alternate Birthstone for June 


Jewelers will do well to feature pearl 
necklaces in their advertising for this 
month. Pearls have always been popular. 

The Moonstone is the alternate birth- 
stone for June. Those who wear the 
moonstone are supposed to have good 
luck, business success, health and 
happiness through life. 
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For June Bride 
Wedding 
Gifts 
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Fig. 1. Moderne Art layout for modern 
advertisements 


MERCHANDISING 


CALENDAR 
JUNE 









LAR, by A. DB. Edgar 


Birthstone—Pearl 
Flower—Honeysuckle 


‘‘Through the Pearl’s charm, the happy years 
Ne’er see June’s golden sunshine turn to tears.’’ 





June Window Displays 


The jeweler has an opportunity to 
secure the attention of the public 
through window displays this month 
that are varied in character. 

1. June Bride displays should pre- 
dominate. The June Bride should be 
dramatically represented in some way 
to catch the eye of everyone passing the 
store. One jeweler had a series of 
dolls dressed to represent the brides of 
several prominent nations of the world. 
The quaint costumes of some were very 
interesting. The American Bride oc- 
cupied the center of the group, and was 
twice the size of the others. The mer- 
chandise displayed was for her personal 
use, and for her wedding gifts. 

2. The Sweet Girl Graduate should be 
represented in a similar way—a doll 
serving this purpose. Along with the 
graduate such symbols of school as 
books, pens and pencils, pennants, class- 
pins, a diploma tied with a ribbon, a 
picture of a graduating class, and others. 

3. Sports for summer should be made 
the subject of a display in which sports 
are visualized by means of the imple- 
ments used in the sports. Trophies and 
accessories for sport wear should be 
displayed. 

4. Vacations offer another subject for 
a June display, merchandise for vaca- 
tionists occupying the center of atten- 
tion. 

5. Flag Day offers an opportunity for 
a patriotic display. 

6. A special display for Father’s Day 
will increase the sale of gifts for father. 
Appropriate gifts for a man should be 
featured. 


General Business Activities 


Weddings and graduations will be the 
chief social activities during June. Even 
though statistics show that there are 
not many more weddings in June than 
in some of the other months, the June 
Bride of all brides receives the maxi- 
mum amount of publicity. The June 
Bride is most prominent because of the 
amount of advertising she has received 
during the past, and this year will see 
just as much attention given to her 
needs, as ever before. 

In localities where graduating exer- 





(Continued on page 112) 
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Appropriate Selling Events 


Pearl Birthstones. 

Gifts for June Brides. 

Gifts for Graduates. 

Modern Wedding Rings. 

Gifts that last for Father. 

Summer Costume Jewelry. 

Wrist Watches. 

Sports Jewelry and Accessories. 

Toilet Articles for Summer Vacation- 
ists. 

Vacuum Bottles and Tourists’ Re- 
quisites. 

Water Sets and Glassware. 

Wedding Silver Gifts. 

Electrical Appliances for Hot Weath- 
er Use. 

Diamonds. 

Belts and Chains, Cigarette Lighters, 
etc. 

Fourth of July Sales. 

Each of the above selling events may 
be appropriately made the subject of an 
advertisement during the month; some 
of them are worthy of a series of an- 
nouncements. 
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“The Polar Star” 


Finished Weight 40 Carats. 
Descriptive Matter Furnished Upon Request 


We are cutters of 


‘‘PROPERLY MADE DIAMONDS” 


the superiority of which is apparent 
when compared with others. 
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Fine Gold Casket 
of exquisite work- 
manship pre- 
sented on April 
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namalai Chetty 

at Kovilur, India, 

by the Nattuk- 

kottai Nagara- 
thars 





6, 1929, to Rajah 
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Magnificent Jewelry for English Court Leveé 





Fine Jewels Will Mark Social Function—Mannequins Display a Fortune in Jewelry at Dinner 
of Regent Street Association—W orld Time Clock 


LONDON, May 6.—Some magnificent 
jewelry will be seen at the first Buck- 
ingham Palace Courts to be held May 
9 and 10 at which a number of American 
girls, including Helen Wills, will be pre- 
sented. It will be a one-curtsey court 
since the King will not be present and 
the Prince of Wales who will attend to 
receive guests with his mother, Queen 
Mary, is not allowed to receive the 
curtsey accorded his father in the ordi- 
nary course of events. Although mod- 
ern style jewelry is now fashionable 
with society the courts are very con- 
servative and some of the old family 
heirloom pieces of immense worth will 
be worn. In general the headpieces will 
be of the newer pattern. The light 
bandeau and graceful coronet has prac- 
tically superseded the heavy tiara. In 
bracelet and necklace jewelry carved 
emeralds and rubies will figure a lot, 
although the favorite decoration for the 
neck is still the three or four strand 
pearl necklace. 

Gold and silver will predominate in 
the gowns worn by the elder women 
but pure white and ivory tones are 
preferred for the débutante. These 
gowns are mostly pearl and bead en- 
crusted with posies of delicate flowers 
resting here and there on the material. 
Brides will attend in their wedding 
frocks. 

A frock by Reville, the court designer, 
is of parchment-colored lamé interwoven 
with gold and silver thread, and a train 
of pink moiré brocaded in gold palm- 
leaf design embroidered with crystal and 
multi-colored cabochons. 

ok * * 

When members of the Regent Street 

Association sat down to dinner the other 


day mannequins wearing $1,375,000 
worth of jewelry paraded before them 
under the lynx eye of half a dozen de- 
tectives. Comparisons, between 1928 
and 1929 jewelry were made. One girl, 
symbolizing last year’s fashions dis- 
played some magnificent diamond and 
pearl pieces valued at $625,000. Miss 
1929 wore diamonds and emeralds, of 
eourse. These pieces were valued at 
$750,000. All the jewelry was supplied 
by Regent Street jewelry houses. 
* * * 


There is a diamond syndicate in 
Nuremberg holding the famous Moon 
diamond valued at $300,000 for which a 
syndicate of English business men, now 
being formed, is to bid. Eustace G. 
Parker, a Cheshire jeweler and diamond 
mounter with trading connections 
throughout Europe and America, is or- 
ganizing the syndicate here. Mr. Parker 
is more than 80 years of age and has 
been in business as a jeweler 60 years. 
It is proposed, if the purchase of the 
Moon can be arranged, to place it on 
the market here. It is of a rich yellow 
color and is said to be the fifth largest 
and most beautiful stone in the world. 
Its weight is 183 carats. 

* * * 

The engineers of the Underground 
Railway have designed a _ world-time 
clock that is attracting considerable 
attention in the new Piccadilly Circus 
subway station. It is in map form on 
*Mercator’s projection and shows the 
time in any part of the globe. It is 
considered here that this type of clock 
will become general with the rapid de- 
velopment of trans-continental wireless 
communication. When a business man 
here calls another in, say, Los Angeles, 


he has to be sure that the latter is not 
in bed and asleep. The clock shows the 
difference in time between distant coun- 
tries. It has a narrow band traveling 
continuously from East to West along 
the line of the Equator, the hours of 
the day and night being marked upon it. 
* * cs 


At Christie’s last week $500 an ounce 
was realized for a gold cup and cover 
presented to sportsmen by Queen Anne 
in 1705. It was an item in the silver 
and gold plate collection of Captain 
Adrian Bethell which was sold in an 
hour and a quarter and realized $75,000. 
The gold cup and cover fetched $25,000. 
It weighs around 50 ounces. Eight old 
silver racing cups sold for $20,000. 

* * * 


The photograph at the top of this 
page is of the gold casket presented to 
the Rajah Sir S. R. M. Annamalai 
Chetty by the Nattukkottai Naga- 
rathars. It was made by Bapalal & Co., 
Madras, India, jewelers. 

The casket measures 11 inches in 
length and four inches in width, while 
its vertical dimension is about six inches. 
It is very artistically made and inlaid 
with blue and red velvet. The four sides 
are ornamented with the images of 
Rama, Krishna, Vishnu, Hanuman, etc., 
in relief while on the front is inscribed, 
“To the Hon’ble Rajah Sir S. R. M. 
Annamalai Chetty, by the Nattukkottai 
Nagarathars, on April 6, 1929, at 
Kovilur,” and on either side of the in- 
scription are the images of Lakshmi and 
Saraswathi. The casket which is 
mounted on a shining rose-wood stand 
has also a magnificient crest carved in 
pure gold. 
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Horological Institute of America Convenes 
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Executive Committee Decides to Employ Field Secretary at Annual Meeting Held May 8 at 
W aaa D. C.—Expansion Plans Discussed—Officers Elected—Packard Collection 


WASHINGTON, May 8.—Employment 
of a field secretary to promote the 
activities and increase the membership 
of the Horological Institute of America 
throughout the country was preferred to 
other proposals for building up the In- 
stitute organization when plans were 
discussed at the annual meeting held to- 
day at the building of the National Re- 
search Council and National Academy 
of Sciences. The plan for the addition 
of a field secretary to the Institute staff 
was approved at a meeting yesterday of 
the executive committee. The other pro- 
posals discussed were an extensive cam- 
paign mapped out in a survey made at 
the direction of the Institute by the John 
Price Jones Co., Ine., and the plan of 
Bartley J. Doyle of Philadelphia, to in- 
clude the Institute as a unit in the or- 
ganization of the jewelry industry 
which would embrace manufacturers, 
wholesalers and retailers. 

In the discussion on expansion of the 
Institute, the greatest emphasis was 
placed on the proposition that the organ- 
ization must be kept free from the taint 
of commercialism. It was recalled that 
the idea of George W. Spier, the founder 
of the H. I. A., was to promote education 
in horology, not the merchandising of 
timepieces. Guy V. Dickinson, sales 
manager of the Elgin National Watch 
Co., declared that the purpose of the In- 
stitute is laudable and that it should not 





PAUL MOORE, EXECUTIVE SECRETARY 


be commercialized nor sacrificed to finan- 
cial considerations. He recommended 
that the Institute should continue to 
grow at the “same slow step” as at 
present rather than embark upon an ex- 


of Watches Exhibited 


pensive campaign without knowing 
where it will lead. 

Robert F. Nattan held up the ideal 
of the H. I. A. as an inspiring scientific 
organization which has been brought to 


its present standing by the self-sacrifice, 





HUFNAGEL, PRESIDENT 


EDWARD H. 


altruism and intensive efforts of its 
pioneer members. The belief was ex- 
pressed by Mr. Nattan that the Institute 
has reached the stage where success will 
not be far off if just now the proper 
methods are used. With particular re- 
ference to the qualifications of a field 
secretary, Mr. Nattan said that he should 
know something about horology and that 
his principal task would be the education 
of jewelers and watchmakers throughout 
the country to the importance and dig- 
nity of their craft. 

The retail jeweler must emphasize the 
fact that he is something more than a 
mere merchant if he wants to keep the 
business in legitimate channels, de- 
clared Mr. Nattan. Efficiency in the 
watch-repair department, said Mr. Nat- 
tan, is the real sub-stratum of success 
in the jewelry business. Referring to 
the survey made by the John Price 
Jones Co., Mr. Nattan declared that the 
financial outlay required is out of the 
question. 

Confidence was expressed by Edwin F. 
Lilley in the integrity and stamina of the 
Institute and its purposes. He declared 
that H. I. A. must sell itself to the jewel- 
ers of the country on its own merits. 
He believed, he said, that it could be 
done. 

Letters were read from DeForest 
Hulburd, president of the Elgin Na- 
tional Watch Co., Charles F. Miller, pre- 


sident of the Hamilton and Illinois Watch 
companies and I. E. Boucher, president 
of the Waltham Watch Co., in which 
these officials expressed the opinion that 
the campaign proposed by the John Price 
Jones corporation would not be a wise 
undertaking. 

With reference to Mr. Doyle’s plan 
to include the Institute in the all-inclus- 
ive organization of the jewelry industry 
which he has proposed, Mr. Hufnagel de- 
clared that the small organization has 
a field which it should cover specifically. 
Each branch of the industry, he said, 
must be organized to consider its particu- 
lar problem. Including the Institute in 
an organization such as that proposed 
by Mr.-Doyle, said Mr. Hufnagel, would 
bend it from its true purpose and direct 
its activities into commercial channels. 
The Institute can only function properly 
he said, when its objective is to raise 
the standard of craftsmanship in the 
watch-making profession and when the 
only reward of its membership is better 
compensation by reason of the skill de- 
veloped to obtain certification by the 
Institute. 

W. C. Donnelly, chief time inspector 
of the Baltimore & Ohio Railroad, de- 
clared that the Institute should be kept 
as it is. He urged that it deserves the 
support of the watch manufacturers. 
More watches are ruined in this country 
by would-be watch makers, than by the 
people who carry them, Mr. Donnelly 
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asserted. These watches, he said, carry 
the name of the manufacturers on the 
dial, and it is the manufacturer who 
should appreciate the service rendered by 
the Institute in the training of men in the 
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craft so that their watches will keep 
time. 

Another time inspector—C. F. Pugh, 
of Pittsburgh, suggested that organiza- 
tion of the time inspectors in various 
districts would be an effective means of 
building up the Institute’s membership. 
The inspectors in these district organiza- 
tions should be permitted to select from 
their own number a supervisory official 
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who would be recognized by the Institute. 
Mr. Pugh said that it had been his ex- 
perience that the idea of the Institute 
has not been sold to the time inspectors 
on the railroads, and he expressed the 
belief that some such plan as he recom- 
mended might bring many of them in as 
members. 

Stanley A. Hope, of San Francisco, 
described the success which a member- 
ship campaign among time inspectors on 
the Pacific Coast had met. Twenty-five 
applications -for membership resulted 
from a convention of inspectors held at 
San Francisco on March 11-12, one of 
the sessions of which was devoted to the 
Institute. Mr. Pope expressed the belief 
that similar results could be had if the 
same method was followed at the con- 
ventions of state jewelers’ associations 
and meetings of time inspectors in other 
parts of the country. 

The preparation and distribution of a 
pamphlet to which the names of all 
watch manufacturers are appended, de- 
scribing the Horological Institute and its 
work, also was suggested by Mr. Pope. 
He said that the Institute deserves the 
support of the watch manufacturers and 
that the financial outlay by any one of 
them for the widespread distribution of 
such a pamphlet among the trade would 
be small. This pamphlet, said Mr. Pope, 
should urge all jewelers to prevail upon 
every watchmaker in their employ to 
apply for certification by the Institute. 
Mr. Pope expressed the belief that if 
such a pamphlet was issued jointly by 
the manufacturers, it would carry con- 
siderable weight. 

Joe Culbertson, of Fullerton, Cal., 
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suggested in a letter read at the meet- 
ing that the Institute should prepare a 
glossary of operations for use by certi- 
fied watchmakers. Mr. Culbertson stated 
that the terms used in watch repairing 
are not such as to raise the standing of 
the craft in public esteem. Referring to 
“watch cleaning,” Mr. Culbertson said 
that horology is more than a matter of 
benzine and brushes. It is come to the 
point that the customer asks “How much 
for a new staff?; How much for a new 
mainspring? etc.” Mr. Culbertson 
stated that watch repairing should be 
raised to a basis where the craftsman 
can make his charge on a “services ren- 
dered” basis. 

Mr. Babcock, of Cleveland, offered a 
prize of $25 a year for three years, to 
be awarded for good work in some 
branch of the craft, according to such 
arrangements as are made by the execu- 
tive committee. The offer was accepted, 
and Mr. Babcock was extended a vote 
of thanks. 

Under a motion adopted at the meet- 
ing, fixing the date of the annual meet- 
ing of the Institute in May is left to the 
discretion of the executive committee. 
Future meetings will be held during 
that month, but not necessarily on the 
second Wednesday, a requirement of the 
by-laws. Paul Moore, the secretary, ex- 
plained that this requirement has re- 
sulted in some inconvenience, as Wash- 
ington is becoming a great convention 
city. On several occasions, he said, the 
date of the Institute’s meeting has con- 
flicted with that of big conventions such 
as the Daughters of the American Re- 
volution and the United States. Chamber 
of Commerce, when hotel accommoda- 
tions are at a premium. 

The collection of watches made by the 
late James Ward Packard was placed on 
public exhibition for the first time. With 
reference to this collection Mr. Moore 
stated that his attention had first been 
directed to Mr. Packard’s interest in fine 
watches by Alfred G. Stein, of the 
Patek, Philippe Co. Mr. Moore imme- 
diately sought to obtain an interview 
with Mr. Packard, the result being that 
upon the death of Mr. Packard the col- 
lection came to the Institute. 

A resolution of acceptance was adopt- 
ed, as was a resolution of respect in 
memory of the late J. P. Stevens, a for- 
mer president of the H. I. A., who died 
during the past year. 

Changes recommended by the Certifi- 
cation Committee were adopted as fol- 
lows: 

Bracelet watch should be such as can 
be brought within the 90 seconds, must 
have a cut balance, must be 15 or more 
jewels, must be of size given above, 6% 
ligne rectangular or oval, or 10% ligne 
round, and of a well-known make. 

Pocket Watch must be 17 or more 
jewels, adjustment movement of from 12 
to 16 size. 

Officers reelected for the coming year 
are: E. H. Hufnagel. of Mount Vernon. 
N. Y., president: William Ramsay, of 
Washington, D. C., first vice-president; 
L. N. Cobb, of Cleveland, Ohio, second 
vice-president; John J. Bowman, of Lan- 
caster, Pa., treasurer; and Paul Moore, 
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of Washington, D. C., executive secre- 
tary. Edwin F. Lilley, W. Calver 
Moore, and Robert F. Nattan were re- 
elected to the executive committee, and 
Charles F. Miller was elected to that 
committee to succeed Tell B. Nussbaum, 
now in Europe. 

All members of the advisory commit- 
tee whose terms expired this year were 
reelected as follows: A. L. Barrows, L. 





CHARLES F. MILLER, MEMBER OF THE 
EXECUTIVE COMMITTEE 


N. Cobb, Charles F. Miller, Carl W. 
Mitman, Stanley A. Pope, Paul Sollen- 
berger and A. T. Westlake, C. E. Mor- 
gan, of Cleveland, was elected to the 
vacancy on the committee caused by the 
death of J. P. Stevens. 

Dr. Frederick G. Cottrell, one of 
America’s prominent scientists, formerly 
director of the Bureau of Mines, and at 
present director of the fixed nitrogen 
laboratory of the Department of Agri- 
culture, addressed the meeting on the 
larger aspects of the trained mechani- 
cian’s opportunities. 

In his report as president, Edward H. 
Hufnagel called attention to the excel- 
lent work of Paul Moore, secretary, 
spoke of the Packard watch collection, 
and continued as follows: 

“As a result of conferences held 
since last year’s annual meeting and the 
generosity of the Elgin, Hamilton and 
Waltham Watch Companies, we were 
enabled to employ the services of the 
John Price Jones Co., Inc., for the prep- 
aration of a survey in which are em- 
bodied plans and recommendations for 
the establishment of an endowment fund 
and the financing and construction of a 
permanent home in the Nation’s Capital 
in the form of a Time Building where 
may be housed displays of historical in- 
terest, ancient and modern timepieces, 
instruments, metals, materials and lit- 
erature relating to the horological pro- 
fession. . . . 

In closing his report President Hufna- 
gel spoke of the decision of the executive 
committee to employ a field secretary 
and the expansion of the work of the 
Institute. 
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Great Tri-State Convention at Minneapolis 





Retail Jewelers from Minnesota, North and South Dakota Meet for Two-Day Conclave—Pro- 


MINNEAPOLIS, MINN., May 13.—Retail 
jewelers from three States are in at- 
tendance at the two-day convention being 
held here by the Minnesota Retail Jewel- 
ers Association in conjunction with the 
North and South Dakota organizations 
which comes to a close tomorrow night 
with a banquet and entertainment. Led 
by the presidents of their respective as- 





MAX RABINOVICH, PRESIDENT OF THE 
NORTH DAKOTA ORGANIZATION 


sociations, jewelers from the Dakotas 
arrived here today and will remain at 
the Nicollet Hotel for all the business 
sessions. 


Monday 
The 25th annual convention of the 
Minnesota association was officially 


opened this morning by President John 
M. Geist. His first act was to present 
William C. Walsh who extended a cor- 
dial welcome to the visiting jewelers. 
The response was made by J. E. Stiles, 
Wells, Minn., followed by Max Rabin- 
ovich of Grand Forks and president of 
the North Dakota Retail Jewelers 
Association and J. J. Levinson, president 
of the South Dakota Retail Jewelers 
Association, who brought greetings from 
their states. 

Ralph Roessler was next introduced 
and expressed to the jewelers his per- 
sonal satisfaction on being present, stat- 
ing that he had no part in the conven- 
tion. 

In his annual address President Geist 
of the Minnesota organization traced 
his connection with the association back 
to the time when he attended the first 
meeting of the state body of jewelers. 
President Geist remarked that he was 
21 years old at that time. He reviewed 


ceedings of the Monday Session 


the changes since that time. 

Secretary E. M. Schwenke, New Rich- 
land, next chronicled the deaths of O. 
H. Arosin, St. Paul; S. H. Clausin, 
Minneapolis; Aug. Loch, Pittsburgh; 
and Mrs. E. F. Minder, St. James. 

A report on the financial status of 
the organization was read by Treasurer 
Alfred E. Milnhorn of Winona. This 
was followed by the reading of a com- 
munication from Walter N. Kahn, chair- 
man of the committee advocating a re- 
duction in the duty on diamonds. An 
encouraging report was also made on 
the cooperation of the trade in the ster- 
ling silver and silver plate showings. 





J. J. LEVINSON, PRESIDENT OF THE 
SOUTH DAKOTA ASSOCIATION 


J. E. Stiles read his report as the 
Minnesota delegate to the A. N. R. J. A. 
convention held in Dallas, Tex., last 
year. 

The concluding feature of the morn- 
ing session was an interesting address 
on “Store Management,” by Prof. Wil- 
liam E. Koch, business counselor from 
Kansas City, Mo. 


AFTERNOON SESSION 


At the start of the afternoon session 
A. W. Anderson of Neenah, presented a 
concise explanation of the value to retail 
jewelers of insuring in the National 
Jewelers Mutual Fire Insurance Co. 
This talk was followed by an address 
by Tinley L. Combs, regional viee-pres- 
ident of the American National Retail 
Jewelers Association. His address con- 
tained a message of greeting from the 
National association and a brief ex- 
planation of the work the A. N. R. J. A. 
is doing. A message from John Drake, 


secretary of the National Jewelers Pub- 
licity Association giving some interest- 
ing facts about the work of the Omaha 
Jewelers Guild, was also read. 

The appointment of convention com- 
mittees was made at this point in the 
proceedings. They were as follows: 
Auditing: J. W. Mills, Montevideo, 
chairman, John Boline, Parkers Prairie 
and Thomas Morris, Crookston. 

Resolutions: E. L. Hayek, chairman; 
Stan A. Smith, Mankato, and F. A. Von 
Fischer, Springfield. 

Nominations: J. E. Stiles, chairman; 
F. B. Wickland, Ortonville; W. D-. 
Amundsen, Kirkhoven; R. H. Winter, 
Minneapolis, and Aage Jacobson, Tyler. 

The concluding address of this session 
was made by Robert Barton, of the Elgin 
National Watch Co. 








Tennessee Jewelers Arrange Program 
for State Convention in Knox- 


ville May 23 and 24 


KNOXVILLE, TENN., May 10.—The pro- 
gram for the annual convention of the 
Tennessee Retail Jewelers Association to- 
be held at the Whittle Springs Hotel in 
this city on May 23 and 24 was an- 
nounced this week. 

After the delegates have registered’ 
and President George H. Smith calls the 
first session to order on the morning of 
May 23, James A. Fowler, mayor of 
Knoxville, will be asked to deliver the 
address of welcome. The response will 
be made by J. T. Orr, after which D. M. 
Meeks, secretary-treasurer, will deliver 
his report. The morning session will 
end with an address on “The Gift Shop: 
and the Jewelry Store,” by J. D. Hope. 

Addresses will be delivered at the 
afternoon session by E. E. McGhee, on 
“Loyalty and Cooperation Among 
Jewelers”; H. G. Matthew, regional 
vice-president of the A. N. R. J. A., who- 
will speak on the “Retail Jeweler and’ 
His National Association”; T. H. Mc- 
Clure, “The Jewelry Business,” and R. 
F. Branch, who will define the policies of 
the Elgin National Watch Co. The ap- 
pointment of committees will bring the 
first day’s sessions to a close and in the 
evening the jewelers and their guests: 
will attend the association’s banquet. 

The question box feature and an in- 
formal discussion will mark the opening- 
of the final day’s session, after which: 
C. F. Holland of the Knoxville Cham-- 
ber of Commerce, will talk on the “Re- 
tailer and His Community.” After com-- 
mittee reports are delivered, officers: 
elected, national convention delegates 
chosen and the 1930 convention place is. 
selected, luncheon will be served. In 
the afternoon the visitors will be taken 
on a 100-mile drive into the Smoky 
Mountains National Park area. 
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May Be New Merger of Silver Plate 
Concerns 


Oneida Community, Ltd., Reported to Be Negotiating for the 
Purchase of Wm. A. Rogers, Ltd., and Simeon L. & 
Geo. H. Rogers Co.—Deal Not Yet Ratified 
by Stockholders 


A rumor in the silver plated ware 
industry, to the effect that there was to 
be a merger of several large companies, 
was in part verified, yesterday, by a tele- 
gram to THE JEWELERS’ CIRCULAR from 
its Utica, N. Y., correspondent, to the 
effect that the Oneida Community, Ltd., 
has been negotiating for the purchase 
or control of Wm. A. Rogers, Ltd., 
Niagara Falls, manufacturers of silver 
plated ware, which purchase would in- 
clude the control of the Simeon L. & 
George H. Rogers Co., of Wallingford 
and Hartford, Conn., and also the 
Canadian concern of Wm. A. Rogers, 
Ltd. The report in Utica was based on 
a statement by Pierrepont B. Noyes, 
president of the Oneida Community, 
who is reported to have said that noth- 
ing further could be stated as to this 
proposed merger, as the stockholders of 
the various companies must first ap- 
prove any deal now in contemplation. 

At the New York office of Wm. A. 
Rogers, Ltd., at 15 Maiden Lane, the 
essential facts of the above report were 
confirmed by Mr. Walker, the district 
manager, yesterday. He could give no 
further details except to say that the 
consolidation will undoubtedly include 
the Canadian Wm. A. Rogers concern 
as well as the Wm. A. Rogers, Ltd., at 
Niagara Falls, N. Y., and Wm. A. 
Rogers Co., factory at Northampton, 
Mass., which makes cutlery. When asked 
about the Simeon L. & Geo. H. Rogers 
Co., factories at Hartford and Walling- 
ford, he said that while he could not 
speak authoritatively, this would be a 
natural corollary of the report inasmuch 
as the interests behind Wm. A. Rogers, 
Ltd., had acquired control of these fac- 
tories some time ago. 





Statement by Oneida Community 


In response to a long distance tele- 
phone message from THE JEWELERS’ 
CircuLAR to Oneida Community, yester- 
day, the following statement from the 
president of the company was tele- 
graphed, exclusively, to this journal: 


Statement by President of the Oneida 
Community, Ltd. 


KENwoop, N. Y., May 15.—Pierrepont 
B. Noyes, president of the Oneida Com- 
munity, Ltd., authorizes the following 
statement: 

“For some months past the Oneida 
Community, Ltd., has been considering 
the acquisition of other factories in the 
silverware field. The addition of such 
units would materially help in rounding 


out our trade and consumer plan. 

“As a first step in this program we 
have offered to purchase the assets and 
properties of Wm. A. Rogers, Ltd., of 
Niagara Falls, N. Y., and Northampton, 
Mass., Simeon L. & George H. Rogers, 
of Wallingford and Hartford, Conn., 
and Canadian Wm. A. Rogers, Ltd., of 
Toronto, Canada. 

“In the event of our making these 
purchases the newly acquired businesses 
will be operated as separate and distinct 
trade and manufacturing units. Noth- 
ing further can be stated at this time 
since obviously these offers must be 
passed upon and approved by the stock- 
holders of these other companies before 
further steps are possible.” 








Market Prices for Silver Bars 


The following are the quotations for 
silver bars in London and New York 
as reported for the past week: 

Selling Price 


London U. 8. Gov’t New York 
Date Official Assay Bars Official 
hs ee ae 25% > 7 3Q 55 

ee. are 25 4% 56 7% 54% 

: re 25 + 57 545¢ 
De iat lai 25% 571% 54 34 
a eg aie 25% 56 3% 9436 
Ye haccle~ 25 45 563% 5436 








Jewelers’ Gold Bars Withdrawn and 
Exchanged at New York 
Week Ended May 11, 1929 
The U. S. Assay Office reports: 


Gold bars exchanged for gold 
coin 
Gold bars paid depositors...... 


$861,373.45 

55,499.45 

Total $916,872.90 

Of this gold bars exchanged for gold 

coins are reported as follows: 
Date 


Exchange 
$433.625.27 
107,381.06 
72,801.39 








Tappin’s jewelry store, 811 Broad St., 
Newark, N. J., will move soon to larger 
quarters occupying two stores at 783 
Broad St. Tappin’s new lease runs for 
12 years at an aggregate rental of 
$500,000. In addition to the stores 
second floor space for executive offices 
will be occupied by the firm. This 
marks the latest step in the expansion 
of the Tappin chain, which was estab- 
lished in Troy in 1867 and extended to 
New York, Newark and Paterson. 
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Jeweler Takes to the Air 





Maurice Nathan Coming Over on the 
“Graf Zeppelin” 


When the Graf Zeppelin pokes her 
nose out of the gray clouds above Lake- 
hurst in the next few days (she is ex- 
pected on May 18 or 19) possibly the 
proudest man on board will be Maurice 
Nathan, president of S. Nathan & Co., 
New York. He will be even prouder 


TO BE FIRST 
JEWELER TO CROSS THE ATLANTIC BY 
AIRSHIP 


MAURICE NATHAN, 


than Captain Hugo Eckner, for this 
dauntless commander will have com- 
pleted his second trans-oceanic voyage 
and consequently the feat, for him, may 
suffer from repetition. For Maurice 
Nathan it will be a singular achieve- 
ment. He will be the first jeweler to 
throw his gauntlet in the face of fate 
and ride the trans-Atlantic air lines. 

Mr. Nathan has been touring Europe 
ever since the first of March. He has 
traveled in trams in England and buses 
in Berlin. He has braved the dangers 
of Paris taxicabs. He has ventured on 
the Transcontinental Airways from Lon- 
don to Bourget Flying Field. He even 
gondolaed in Venice; having passed 
through all those stages of transporta- 
tion there was nothing left for him to 
try but the Graf Zeppelin for a fitting 
homeward voyage. Mr. Nathan has 
made a 78-day trip abroad. In that time 
he has visited the important stone 
centers in Holland, Belgium, France, 
Germany and Italy. He spent a great 
portion of that time at the foreign 
branches of the company in Antwerp, 
Paris and Idar, Germany. 

Mr. Nathan’s shipmates will be some 
of the world’s most interesting notables. 
The passenger lists issued by the Graf’s 
Zeppelin authorities are as follows: F. 
P. Nicholson (prominent author) and 
wife; Mr. Von Kryha, engineer, of Ber- 
lin; Lieutenant Commander Vincent 





(Continued on page 92) 
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Empire State Program 





Interesting Sessions Arranged for Conven- 
tion of New York State Retail Jewelers’ 
Association at Poughkeepsie, 

May 27-28-29 


A glance at the program arranged for 
the 20th annual convention of the New 
York State Retail Jewelers’ Association 
to be held on May 27, 28 and 29, at the 
Nelson House, Poughkeepsie, indicates 
that a rare treat is in store for those 
who attend. Many interesting addresses 
and discussions are planned, as well as 
an unusually enjoyable entertainment 
program. 

An innovation at this convention will 
be that only one business session will 
be held each day. It will open at 
8:30 a. m. and continue until 12 o’clock. 
After these sessions the jewelers and 
their guests will participate in sight- 
seeing trips to West Point Academy and 
Vassar College. 

On Sunday preceding the official open- 
ing of the convention, arriving delegates 
will register, and in the’ evening the 
executive committee will meet. This 
registration will continue the next 
morning, and at 8:30 o’clock the conven- 
tion will be officially opened. Invocation 
will be offered by Rev. J. Addison Jones, 
after which Mayor John K. Sague will 
welcome the jewelers to Poughkeepsie. 
The response by William D. McNeil, 
Utica, will be followed by the address of 
President Edward Leininger. Next will 
be heard reports from cities and asso- 
ciations, communications and announce- 
ments of committees. 

Addresses will be delivered by Edward 
H. Hufnagel, past president of the 


A. N. R. J. A., and Jacob H. Corn, 
counsel for the United Auctioneers. The 
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latter will be accompanied by Irving 
Corn, president of the Association of 
Auctioneers, and they will explain the 
auction situation. After the greetings 
of the A. N. R. J. A. are extended by 
Edwin F. Lilley, regional vice-president, 
the convention will consider a special 
order of business, after which luncheon 
will be served and a group photograph 
taken. 

In the afternoon the jewelers will en- 
joy a boat ride to West Point and view 
a dress parade of the cadets. Upon 
their return, the delegates will be 
served dinner and then enjoy a theatre 
party. 

After breakfast on Tuesday, the ses- 
sion will be opened by Charles T. Evans, 
national secretary, who will tell of “The 
Future of the A. N. R. J. A.” Joseph D. 
Little of the International Silver Co., 
will talk on the “History and Romance 
of Silver,” after which the jewelers will 
engage in a discussion of general store 
problems and administrations. ‘“Pub- 
licity for the Jeweler” will be discussed 
by P. J. Coffey, president of the Na- 
tional Jewelers’ Publicity Association, 
followed by an address by Emil W. 
Kohn, president of the Jewelers’ Asso- 
ciation of New York, whose subject will 
be “The True Function of the Jeweler.” 
After luncheon the jewelers will be 
taken on a tour of Vassar College. In 
the evening the annual banquet and ball 
of the association will be held. 

The last session of the convention on 
Wednesday morning will be devoted to 
the reports of standing committees and 
officers, the election of officers and the 
selection of a place for the 1930 conven- 
tion. 








W. E. Elend has opened a jewelry 
shop at LaGrange, IIl. 
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American Platers to Convene in 


Detroit, July 8 to 11 


DETROIT, MicH., May 11.—The 17th 
annual convention of the American 
Platers’ Association will be held in De- 
troit from July 8 to 11. Members of the 
Detroit branch of this organization are 
putting forth extraordinary efforts to 
make the occasion the best the society 
has ever experienced. 

One of the outstanding features of the 
program will be the reading of papers 
and discussions on chromium plating. A 
registration of nearly 1,000 persons is 
expected at the Detroit convention. 








Members of Gem Club of New York 
Elect Officers 


The Gem Club of New York held its 
annual election of officers at the Elks 
Club in Brooklyn last Thursday. The 
meeting was largely attended and was 
opened by retiring President John 
Wirth, who gave a short talk on what 
the club had accomplished during the 
past year. 

After a close contest Henry F. Rieg 
was elected president for the coming 
year. Alan L. Brown was elected vice- 
president and George E. Waid was re- 
elected secretary-treasurer. The enter- 
tainment committee will consist of the 
officers and John Wirth and W. T. 
Robinson. F. Eugene Simonson was ap- 
pointed special chairman for the annual 
outing. 

The outing will be held in Huntington, 
L. I., the early part of July. 








The Adrian Jewelry Mfg. Co., manu- 
facturer and retailer, has moved its store 
from Pontiac, Mich., to 118 E. Maumee 
St., Adrian, Mich. 
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Look Out for Him 





Man Posing as a Doctor Disappears with 
Valuable Watches 


Kansas City, Mo., May 13.—About 
10 o’clock last Thursday morning, the 
Altman Jewelry Co., 1000 Walnut St., 
received a telephone call from a man 
giving the name of Dr. M. H. Heins, 
asking if the company carried Hamilton 
watches, and if they had the Piping Rock 
watch in red and green gold. Being 
assured that these goods were carried on 
stock, the speaker asked that someone 
be sent to the clinic room of Bell Me- 
morial Hospital at 2:15 that afternoon 
with several of the watches, as he wished 
to make a selection for a gift. 

At the appointed hour Miss Lulu Walt- 
man, cashier of the Altman Jewelry Co. 
and niece of Miss Louise Waltman, was 
at the hospital. Inquiry at the desk in 
the clinic room brought Dr. Heins, who 
asked Miss Waltman to step into the X- 
ray room where he would look at the 
watches. Miss Waltman had six watches 
with her. The prospective customer 
seemed to favor three of the watches and 
suggested that he take them to another 
part of the building to show them to 
someone else. Miss Waltman, cautious, 
but not suspecting the ruse, demurred, 
stating that she could explain the 
merits of the goods better if she were 
along. After quite a little conversa- 
tion, the doctor again suggested that he 
be allowed to take the three watches for 
further examination, saying that he 
wanted to show them to one of the 
nurses. To this Miss Waltman agreed. 

After a time when Dr. Heins did not 
return, Miss Waltman made inquiry at 
the desk. It then developed that no one 
knew much about Dr. Heins. Thursday 
was clinic day at the hospital and he 
had attended the clinic all morning, had 
been shown through the hospital by dif- 
ferent attendants, and had talked with 
nurses, internes and patients. He pro- 
fessed to know a good deal about medi- 
cine and represented himself as a friend 
of Dr. Wall, a member of the staff who 
was not at the hospital that day. In 
his telephone conversation with the Alt- 
man store that morning he had given the 
impression that he was on the staff of 
the hospital. 

Detectives, who were notified imme- 
diately, found that Dr. M. H. Heins had 
been a guest at the Aladdin Hotel for 
three days, and that he had left the hotel 
about 5 o’clock Thursday afternoon with- 
out checking out. Letters and papers 
found in his room showed that he had 
lately been in Cincinnati and Indianapo- 
lis. Several empty jewelry boxes were 
also found, among them the boxes in 
which the Altman watches had been. 
Earlier in the week the same man had 
tried to make a deal for a motor car, 
but was unsuccessful. He had also visited 
a local airplane factory and negotiated 
for an airplane motor. In this he was 
also unsuccessful. In the latter case he 
had given a different name. 

Miss Waltman described the man as 
about 28 years of age, of slender build, 
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weighing about 145 pounds, and about 
five feet nine inches in height. He had 
the appearance of a foreigner, being ex- 
tremely brown skinned, almost sun- 
burned, with smooth, black hair and 
small, black eyes, which did not meet 
any one with whom he talked. He had 
a slight accent, which Miss Waltman 
described as eastern rather than for- 
eign. Miss Waltman said that she and 
at least half a dozen of the hospital at- 
tendants could easily identify him. He 
was well dressed, but wore no hat. A 
cap was found in the taxicab that car- 
ried him to a local store. 








Cracksmen Rip Safe with “Can 
Opener” and Get Loot Worth 
$16,000 from Detroit Store 


DETROIT, MicH., May 11.—Jewelry 
valued at more than $16,000 was taken 
by cracksmen who cut their way through 
a wall some time Thursday night, to 
gain access to the Harry Kahn jewelry 
store, 438 Gratiot Ave. All the jewelry 
taken was contained in the safe, the back 
of which was ripped off with a tool re- 
sembling a giant can opener. 

The wall separated the Kahn store 
from vacant premises next door, which 
the thieves entered by crawling through 
a transom. The hole in the wall led 
directly to the safe and police believe 
the thieves made a careful study of 
Kahn’s store before undertaking the 
burglary. Because of the safe’s posi- 
tion, patrolmen walking on Gratiot Ave. 
could not see the men working, according 
to Inspector William T. Doyle, of the 
Central police station. 

Two hundred and fifty watches, 126 
diamond rings, lavalliers and brooches 
were included in the loot, Mr. Kahn says. 
When the safe was opened and the rob- 
bery discovered on Friday morning, only 
one watch remained in the safe. It had 
fallen from its tray and apparently had 
been overlooked. 

Mr. Kahn says that his burglar alarm 
system protects only the front of the 
safe. He carried no burglary insurance, 
he said. 
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Bandits Visit Pontiac, Mich., Estab- 
lishment and Get Jewelry 
Worth $10,000 


DETROIT, MICH., May 9.—Two bandits 
today held up the William Present retail 
jewelry store, 66 S. Saginaw St., Pon- 
tiac, Mich., 25 miles north of Detroit, 
and escaped with diamonds, watches and 
jewelry valued at $10,000 and $500 in 
cash. The holdup took place at 8:40 
a. m. while Dale Darrow, a clerk, was 
removing diamonds from a safe and 
placing them in a display window. 

Darrow turned to wait on a man who 
proved to be a bandit. The supposed 
customer drew a pistol and started for 
the safe. At this time, Arthur Doolin, 
another employe, entered the store. He 
and Darrow then were ordered to lie on 
the floor in front of the safe, and at the 
same time a second bandit appeared. He 
was about 45 years old, and apparently 
had been standing on guard outside. 
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The bandits then spent about 15 min- 
utes sorting the jewely in the safe and 
in the show cases. After they had se- 
lected only the most valuable pieces the 
thieves ordered the two clerks into a 
rear room where they were forced to lie 
on the floor behind a davenport. They 
were warned to make no move for five 
minutes. 

Mr. Present reported that several cost- 
ly diamonds were included in the loot and 
that the value might exceed his estimate 
of $10,000. 








Bondsman Arrested 





Man Who Offered Bail for Alleged Crook 
Arrested in Chicago on Sneak 
Theft Charge 

CHICAGO, May 11.—When a “bonds- 
man” appeared at the detective bureau 
yesterday to provide bonds for Max 
Davis, recently returned from Jackson, 
Mich., where he served a term for rob- 
bery in Detroit, he was arrested in con- 
nection with a $6,000 jewelry theft here, 
and, according to police, confessed to his 
part in the theft. 

Detectives William Knowles and 
Thomas Alcock, of the jewelry squad, 
became suspicious of the bondsman who 
gave the name of “Abe” Stern, and re- 
ferring to the Pinkerton identification 
records, identified him as David Miner, 
known as a sneak thief, whose picture 
had been identified by V. T. Jones, of 


.Jones & Baumrucker, Columbus Memo- 


rial building, who suffered the loss of 
$6,000 more than two years ago. 

When Mr. Jones saw Miner _at the 
bureau after he had been taken into 
custody, he readily identified him as the 
man who had walked off with gems 
lying on the counter in the company’s 
office. Miner was questioned by the 
detectives, and according to them, he 
confessed. 

Max Davis was returned here to an- 
swer the charge of stealing some dia- 
mond rings from S. B. Kousnetz, 3435 
Lawrence Ave., about four years ago. 
When Davis was first located after this 
theft he was in California, but as he 
was wanted in Detroit for a more serious 
charge, he was returned there, and Chi- 
cago authorities waited until he finished 
his term in Jackson and were waiting 
for him when he left the penitentiary 
there this week. 








Marks Lewy, Former Head of Lewy 
Bros., Chicago, Sent to Leaven- | 
worth Penitentiary 


CHICAGO, May 11.—Marks Lewy, for- 
mer head of the defunct firm of Lewy 
Bros., surrendered late Wednesday to 
United States Marshall H. C. W. 
Laubenheimer, and was taken to Leaven- 
worth penitentiary to serve a sentence 
of a year and a day for using the mails 
to defraud. 

Lewy was sentenced more than a year 
ago by Federal Judge Walter C. Lind- 
ley, after he had been convicted of send- 
ing fraudulent financial statements con- 
cerning his company through the mails. 
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i We Are Now Located at 
580 Fifth Avenue 


Tel., Bryant 8876-7 


WE beg to advise you that we are now in our more elabo- 
rate offices at 580 Fifth Avenue. Our new quarters 
have been designed and arranged for the convenience of our 
customers. We can now serve you better and with more 


comfort than ever before. 
We extend you a cordial invitation to visit us at your earliest 
convenience. 


FANCY CUT DIAMONDS 
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ARTHUR SILBERFELD, INC. 


DIRECT IMPORTER 
280 FIFTH AVE. NEW YORK 
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Asks New Trial 





Richter & Phillips Co. Claims Court Erred 
in Dismissing Suit Against Hamilton 
Watch Co. 


CINCINNATI, May 11.—Application for 
a new trial has been made by the Richter 
& Phillips Co. of Cincinnati against the 
Hamilton Watch Co. of Lancaster, Pa. 
The motion was submitted immediately 
after Judge Robert R. Nevin in United 
States District Court took the original 
suit from a petit jury in his Court and 
decided that the Richter concern was not 
entitled to $300,000 damages as was 
charged by the firm. The wholesale 
jewelers, in their application for a new 
trial, assert that the Court erred in 
taking the case from the jury as there 
were other questions besides law in- 
volved in the suit. 

Judge Nevin brought the case to an 
abrupt end late last* Thursday when 
he decided that the Hamilton company 
was not acting in restraint of trade 
when it stopped supplying watch move- 
ments to the local concern. It isn’t 
likely that any action will be taken on 
the motion for a new hearing until the 
middle of June when Judge Nevin re- 
turns from a district hearing at Dayton, 
Ohio. 

Should he decide not to grant a new 
trial and overrule the jewelers motion 
the next step would be to file an appeal 
in the United States Circuit Court of 
Apveals of the Sixth Federal District. 

The case is of nation wide interest 
and was fully described in preceding 
issues of THE JEWELERS’ CIRCULAR. 








Interesting Trade Mark Decision 
Covering Name of Wholesale 
Jewelers’ Catalog 


WASHINGTON, D. C., May 11.—Wil- 
liam A. Kinnan, first assistant commis- 
sioner of patents, has reversed the de- 
cision of the examiner denying to the 
Oskamp Nolting Co., of Cincinnati, reg- 
istration as a trade mark of the words 
“Great American,” and beneath them a 
representation of an Indian carrying a 
bow and arrows, used upon jewelry 
catalogs periodically issued without 
charge to its customers. The only bar 
raised against registration of the mark 
was that the catalog is not directly sold 
and the assistant commissioner holds 
that purchasers of the Oskamp Nolting 
Co.’s goods do pay for the publication 
indirectly and that the trade mark law 
is satisfied. In support of his finding 
that the catalog constitutes goods used 
in commerce within the meaning of the 
law, Assistant Commissioner Kinnan 
said: 

“The book is of considerable size, 
being about a foot long, some nine inches 
wide, and approximately an inch and a 
half thick. It contains nearly 700 pages, 
profusely illustrated, including many il- 
lustrations in colors of the goods sold by 
the applicant. The goods represented 
in the catalog are generally those manu- 
factured by others and distributed or 
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sold through the applicant company. It 
is apparent that the book is of consider- 
able value and represents, for its pro- 
duction, a considerable outlay per 
volume. That it would be distributed to 
a carefully selected group of customers, 
past or prospective, is quite evident. It 
must be deemed clear that the cost of 
the publication would be reckoned in the 
overhead expenditures of marketing the 
goods and the profit obtained from such 
goods would have to be sufficient to take 
care of the cost of the publication.” 








Seeks Aid of Court to Prevent Jewel- 
ers from Selling Articles to 
His Wife 

CINCINNATI, May 11.—The unusual 
situation of a man trying to prevent 
jewelers from selling jewelry to his wife 
through the medium of the courts is pre- 
sented in a suit filed in Common Pleas 
Court in this city by Thomas Drain, 
molder, 707 Kenyon Ave. against Em- 
anuel S. and Louis S. Daneman and 
Joseph H. Goldberg, doing business as 
the Spencer Jewelry Co., 513 Vine St. 

Drain, in the suit, says his wife bought 
an article from the company on credit 
six years ago and at that time he noti- 
fied the company not to sell her any 
more jewelry on credit. In spite of this, 
Drain alleged, his wife obtained an ar- 
ticle from the store on March 27, and 
signed an assignment of his wages to 
secure payment. He says he knew 
nothing about this until the assignment 
was presented to his employers, and, in 
order to secure a release of half his 
wages, which had been held up, he was 
compelled to pay $5. The suit asserts 
the company again threatens to present 
the assignment to his employers, so he 
filed the suit in which he seeks to enjoin 
the concern from doing so. He asks for 
$5 which he was compelled to pay and 
also seeks $500 damages. 








Denver Jewelers Object to Being 
Classified with Second Hand 


Dealers 


DENVER, COLO., May 2.—The Denver 
jewelers are taking action to safeguard 
their reputation and object to being 
classed with second hand dealers and a 
certain element of pawnbrokers, who 
often get unfavorable notoriety or pub- 
licity in the public print. Through the 
Denver Retail Jewelers Association, of 
which Ted Syman is the president and 
S. E. Arscott, Jr., is the secretary, the 
association has made formal protest to 
the newspapers against the general char- 
acterization as “jeweler” of everybody 
that may handle jewelry products. 

The letter takes exception to the re- 
flection that has been cast on established 
jewelers in some of the news reported 
that related to second hand dealers or 
pawnbrokers of a disreputable character, 
claiming that the unfortunate publicity 
given to the trade thereby has hurt the 
standing of the jewelers with tourists 
and others who class the legitimate 
Denver jewelers with the kind of people 
who have got into trouble. The or- 
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ganization does not intend to cast any 
reflection on the honest pawnbroker but 
feels that even here there should be 
a distinction made between his business 
and that of the retail jeweler. 








Baltimore Jewelers Cooperate in 
Sterling Silver Showing - 


BALTIMORE, MpD., May 13.—Local 
jewelers report an exceedingly satisfac- 
tory business in the sale of sterling 
silverware during the past week when 
full advantage of a national and local 
advertising campaign was reflected in 
the sales. 

The campaign is believed by leading 
jewelers here to have stimulated great 
interest in the silver sales, many arti- 
cles having been purchased for gifts to 
June brides. Never before was the pub- 
lic’s idea of sterling silver buying 
focused more clearly. Local jewelers 
tied up with the national campaign by 
making use of newspaper ads and by 
making extraordinary displays of ster- 
ling ware. 








Sterling Silver Showing a Success in 
Atlanta 


ATLANTA, GA., May 11.—Atlanta 
jewelers are well satisfied with the re- 
sults obtained from the Sterling Silver 
showing, and are looking forward to 
staging a good Silver-Plate Drive as a 
part of their spring silver showings. 

While most of the firms were rather 
conservative in their advertising, and 
few “stunts” of any kind were at- 
tempted, practically every jewelry store 
in town displayed sterling silver as part 
or all of its window display, and even 
the department stores carried window 
displays of sterling for the occasion. In 
addition to this, most of the jewelry 
stores devoted their usual weekly space 
to advertising sterling. 

While not much additional space was 
taken during the week, and no attempt 
was made to concentrate or group all 
the jewelers’ advertising on a single 
page, the cumulative effect of this ster- 
ling silver advertising no doubt had its 
effect upon the buying public. At any 
rate, several of the stores—notably 
among the larger firms—reported in- 
creased sales and most of the stores re- 
ported an increased interest. 

Indications are that the Silver-Plate 
Drive will be entered into with the same 
cooperation and enthusiasm. The spring 
silver showings may probably be made 
permanent events on the program of re- 
tail jewelers in Atlanta each year in the 
future. 








Philadelphia Jewelers Prepare for 
Silver-Plate Showing 


PHILADELPHIA, May 13.—A much 
larger number of local retailers are pre- 
paring to feature silverplate here than 
was the case with the Sterling Silver 
Drive. 

A number of elaborate window dis- 
plays are being arranged for the period 
by retailers and the larger department 
stores will have a fine showing, both in 
windows and inside. 
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ZEPPELIN! To paraphrase: ‘“When better ways 
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Death of J. N. Provenzano 





Veteran Manufacturing Jeweler of New 
York, Succumbs After Short Illness 


Joseph N. Provenzano, who enjoyed 
the distinction of spending three-quar- 
ters of a century at the workbench, died 
last Saturday morning at his home 116 
E. Mosholu Parkway, Bronx, N. Y. Mr. 
Provenzano was engaged in the manu- 
facturing jewelry business at 29 W. 38th 
St., New York, and had been active until 
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six weeks ago, when he was taken sick. 
His death was caused by a complication 
of ailments brought on by old age. 

Only last December Mr. Provenzano 
celebrated his 85th birthday, and his 
75th anniversary as a worker at the 
bench. At that time he was the re- 
cipient of many messages of congratu- 
lation from his numerous friends in the 
trade. Mr. Provenzano numbered among 
his friends and customers many Fifth 
Ave. jewelers. 

Mr. Provenzano was born in Palermo, 
Italy, Dec. 13, 1843. He received the 
rudiments of an education, but at the 
age of 10 years started learning the 
jewelry trade at the bench. When 18 
years old he came to the United States, 
and for several years worked for a num- 
ber of prominent concerns: in the trade. 
In 1877 he started in business for him- 
self, and opened his first shop on Union 
Square. Later he moved to 14th St., 
then to 30th St. and finally located at 
quarters in 29 W. 38th St. 

Mr. Provenzano was active in Masonic 
circles, and on Monday night Masonic 
services were held at his late residence. 
The remains were buried the following 
day in Woodlawn Cemetery. 








The business of Hill Bros., wholesale 
and manufacturing jewelers, located on 
the eighth floor of the Scanlan building, 
Houston, Tex., was recently reorganized 
and incorporated with a capitalization 
of $75,000. The new firm will be known 
as Hill Bros., Inc. 
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Luther G. Abbott 


Perry, N. Y., May 11.—Luther G. Ab- 
bott, jeweler here for the past 35 years, 
died recently at the Rochester General 
Hospital following a general breakdown. 
Mr. Abbott was able to be at his store 
until two weeks before his death, when 
he was taken to the hospital. 

Mr. Abbott was a popular and public- 
spirited resident of his community, as 
well as being an enterprising merchant. 
He was 63 years old. Surviving are his 
widow and two daughters. 





Louis Ritter 


CHICAGO, May 10.—Funeral services 
for Louis Ritter, were held last Friday 
from the chapel, 936 E. 47th St., at 1.30 
p. m. Friends of Mr. Ritter were 
greatly shocked when they learned of 
his sudden death, which occurred on 
Tuesday, May 7, while he was riding on 
a train from Duluth to St. Paul. Au- 
thorities immediately telephoned his late 
home, 6845 Merrill Ave., and his son, 
Joseph, left to bring back the remains. 

Mr. Ritter was in his 60th year, and 
represented several eastern manufac- 
turers, making his headquarters at 31 
N. State St. For many years he was 
engaged in this business and prior to 
that time was in the retail jewelry busi- 
ness on Milwaukee Ave. 

Deceased is survived by his widow 
and four children. He was a member 
of Chicago Lodge B. P. O. E. 





Louis Staudenbaur 


Louis Staudenbaur, who for 38 years 
conducted a retail jewelry store at 238 
Grand St., Brooklyn, N. Y., died recently 
at his home in Richmond Hill, L. I. Mr. 
Staudenbaur had apparently been enjoy- 
ing good health but suffered a heart 
attack from which he succumbed on 
May 2. 

Mr. Staudenbaur was born in Ger- 
many on April 21, 1857. He learned 
watchmaking in that country, and in 
May, 1874, came to New York. He 
finally established a retail jewelry store 
in Brooklyn, where he remained in busi- 
ness for 38 years. 

In January, 1925, Mr. Staudenbaur 
retired from active business, and had 
since resided at 85-31 107th St., Rich- 
mond Hill, at which place the funeral 
was held on Sunday, May 5. 





Fred M. Carr 


Fred M. Carr, well known Somerville, 
Mass., manufacturer, and a former 
member of the School Committee and 
Council of that city, died May 10 at his 
home on Swan Road, Winchester. He 
was in his 59th year. 

Mr. Carr was born in Somerville, July 
10, 1870, the son of Mr. and Mrs. Martin 
W. Carr. He was educated in Somer- 
ville schools and was graduated from 
Tufts in 1897. He entered the business 
of his father, a manufacturer of novelty 
silverware, in West Somerville, and on 
his death a number.of years ago, became 
its president. , 

An enthusiastic golfer, he was always 


a 
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interested in athletics. He was a mem- 
ber of the Boston Athletic Association, 
the Belmont Springs Country Club and 
the Winchester Country Club. He was 
a member of Mystic Valley Lodge of 
Masons. 

He also was well known through the 
glass trade and at various depart- 
ment stores in the country, as he had 
been associated in this line of business 
for a great many years. 





Arthur G. Hall 


Arthur G. Hall, 63, veteran. jeweler: 
of Auburn, Me., died recently at his 
home after an illness of several weeks. 
The business of Mr. Hall was originally 
started by his father and taken up by 
the deceased and a brother, Charles Hall, 
also deceased. Mr. Hall is survived by 
a brother, and a number cf_ nieces, 
nephews and cousins. 





Jeweler Ends Life 


Head of New York Concern Takes Gas 
After Being Subpoenaed to Testfy at 
Trial of Man Accused of Receiv- 
ing Stolen Goods 


On the eve of the trial of Aaron 
Hechtman, charged with receiving part 
of the loot taken in the sensational hold- 
up and robbery of the A. S. K. Jewelry 
Co., 74 W. 46th St., New York, which 
occurred last October, Sol B. Stein, 
proprietor of the concern, was found 
dead on the floor of his office Monday 
morning. 

Since the day of the robbery Stein 
had been questioned by police officials, 
and it is believed that constant interro- 
gation affected his mind. He was served 
with a subpoena to appear as a witness 
at the Hechtman trial, and it is believed 
that he decided to end it all and so 
committed suicide. 

Stein went to his office last Sunday 
afternoon, but was not found until the 
following morning when a salesman for 
the firm arrived to open the place for 
business. The police were immediately 
notified, and examination indicated that 
Stein had turned on one of the jets at- 
tached to the workbench, and had in- 
haled gas, which caused his death. 

A note left by Stein reads: “It takes 
a lot of gas to kill a man, but it is not 
bad.” The last sentence was barely 
legible and was scrawled, police believe, 
as he was lapsing into unconsciousness. 

The holdup at Stein’s office last Octo- 
ber aroused a great deal of excitement 
at the time and finally resulted in the 
arrest of men who it is charged were 
implicated in the $200,000 theft. 











Drawback allowance has been granted 
by the Bureau of Customs, Washington, 
D. C., on eight-day watches manufac- 
tured for export by the Jaeger Watch 
Co., New York city, with the use of im- 
ported parts. The allowance amounts to 
the duty paid on the imported parts less 
one per cent and is effective as of Nov. 
22, 1928. 
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Auction Law 





Change in New York City Measure Ap- 
proved by Governor Roosevelt 


Jewelers in New York city are keenly 
interested in the law approved recently 
by Governor Roosevelt, permitting auc- 
tion sales to operate in the Metropolis 
from 8 o’clock in the morning to 8 o’clock 
in the evening. This is slightly different 
than the old law, which provided that 
auctions could operate from sunrise to 
sunset. 

The new bill is listed as Chapter 447— 
Laws of 1929, and was approved on 
April 9, by Governor Roosevelt. It 
amends section 1991, chapter 410 of 
the laws of 1882, entitled “An act to 
consolidate into one act and to declare 
the special and local laws affecting pub- 
lic interests in the city of New York” 
in relation to the time for holding public 
auction sales. 

The new law provides that every auc- 
tioneer who violates the provisions of 
this section will be deemed guilty of a 
misdemeanor. The act took effect im- 
mediately upon being approved by the 
Governor. 








Suit Over Chromium Patent 





United Chromium, Inc., Brings Action 
Against International Silver Co. in 


U.S. Court at New Haven, Conn. 


From present indications an action 
started recently by the United Chro- 
mium Ine. against the International Sil- 
ver Co., in the United States District 
Court, New Haven, Conn., will not be 
called for trial until some time next fall. 
The litigation is one in equity and in- 
volves a “process of electro-depositing 
chromium and preparing baths there- 
for.” 

The complaint, which was filed on 
March 26, seeks an injunction, restrain- 
ing the defendant from continuing its 
alleged infringing process and also asks 
for costs, an accounting of profits and 
damages. In the answer filed on April 
9 the International Silver Co. seeks to 
have the complaint dismissed with costs. 

The bill of complaint sets forth that 
the United Chromium Ince. is a Delaware 
corporation, having its principai place 
of business in New York city, while the 
defendant concern is a corporation ex- 
isting under the laws of New Jersey 
with a regular and established place of 
business in Meriden. It is claimed by 
the complainants that the patent in- 
volved was original with the inventor 
who on April 20, 1926, was granted 
Letters Patent No. 1,581,188 which 
were later assigned to the Chemical In- 
vestment Co., Inc., New York. All rights 
to this patent were again assigned on 
Aug. 20, 1926, by the Chemical Treat- 
ment Co., Inc., this time to the Chro- 
mium Corporation of America which 
later tranferred all claims to the letters 
patent involved to the plaintiff. 

It is charged in the complaint that the 
defendant infringed on the Letters Pat- 
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ent in controversy by practising and 
causing to be practised the process in- 
volved. This, it is charged, has been 
done to the damage of the plaintiff. 

The answer of the defendant is in 
substance a general denial of many of 
the allegations made in the bill of com- 
plaint. It fails to recognize Colin G. 
Fink, original owner of the patent in- 
volved as the first inventor of the proc- 
ess in suit. The defendant also denies 
infringing on the rights of the complain- 
ant and also denies that the latter has 
been damaged. Continuing, the answer 
cites many other inventions to emphasize 
that Mr. Fink was not the original in- 
ventor of the process and contends that 
for this and other reasons it believes 
that the letters patent of the plaintiff 
concern are invalid. 








Check Swindling Pair Arrested After 
Several New York Jewelers 
Are Victimized 


The man and woman check swindlers 
who within the last month paid visits 
to over 30 fashionable New York city 
shops, including many jewelry establish- 
ments, and acquired merchandise valued 
at $10 000, were caught and placed un- 
der arrest Tuesday night. Their appre- 
hension was brought about through the 
efforts of private investigators, headed 
by J. M. Nye, executive assistant of the 
Guaranty Trust Co., working in con- 
junction with the police, who traced the 
thieves through furniture placed in a 
warehouse. 

Detectives, who had been seeking the 
swindlers for over two weeks, finally 
located furniture identified as property 
obtained by bogus checks at the Morgan 
Bros. Warehouse, 510 W. 21st St. They 
found the truckman who carted the 
goods for the couple, and then found 
their prey in a Brooklyn apartment. 
Arrested on charges of grand larceny 
and forgery, the pair were held at the 
Old Slip Station, and Wednesday morn- 
ing were placed in the police line-up. 

The man held, a dapper, neatly 
dressed person, 45 years old, claimed to 
have spent a year at Harvard Univer- 
sity and to have inherited $800,000, 
which he squandered. It was found that 
he had already been sentenced three 
times, and a conviction on the present 
charge will automatically net him life 
imprisonment under the Baumes laws. 
His newly-wed wife, an attractive girl 
of 19, claiming residence in Paterson, 
N. J., is a first offender. 

As told in previous issues of THE 
JEWELERS’ CIRCULAR, the pair, with the 
clever young woman doing the talking, 
would enter shops and pass checks for 
from $20 to $800, usually using the 
names of such well-known persons as 
C. C. Gates, Joseph M. Cudahy, Phineas 
S. Sprague, Henry Swift, and E. P. 
Field, all of Chicago, and Bert Barker 
of Los Angeles. The checks were drawn 
on the First National Bank of Illinois 
and the Chicago Trust Co. After re- 
ceiving the merchandise the couple would 
pawn the jewelry and place the house 
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furnishings in their apartment or in a 
warehouse. 

It was the Chicago Trust Co. which 
made the specific complaint on a check 
for $947 made to the firm of George 
Jenson, silversmith, 169 W. 57th St., 
New York, for 118 pieces of silverware 
purchased on May 9. The arrests bring 
to a close a wide search for the pair, 
who were termed by many whom they 
defrauded as the most clever couple to 
work the check swindling game in New 
York city. 








Man Posing as Railroad Conductor 
Passes Bogus Check on Brooklyn, 
N. Y., Firm 


Representing himself as a conductor 
on the Big Four railroad, a swindler 
passed a worthless check last week on a 
Brooklyn jewelry concern in payment 
for a diamond ring. The thief gave 
the name of “C. W. Cruick,” of Indian- 
apolis, Ind., and showed a railroad card, 
and Elks and Masonic Order credentials. 

He is described as being six feet in 
height, slender build, weighing about 


180 pounds, about 35 years of age. He 
has a medium complexion, was well 
dressed and is a good talker. Jewelers 


are urged to be on the lookout for this 
imposter, and if he appears notify the 
police and Captain “Matt” Stratton of 
the Jewelers’ Cooperative Bureau, 535 
Fifth Ave., New York or THE JEWELERS’ 
CIRCULAR. 








Providence Jewelry Store Entered 
by Thieves Who Get Loot 
Worth $2,500 


PROVIDENCE, R. I., May 13.—Berren’s 
retail jewelry store, 131 Weybosset St., 
was entered one night the past week, 
according to a report made to the police 
by the proprietor, who claimed a loss 
of jewelry, valued at $2,500. 

Entrance to the store, the police state, 
was facilitated by the store adjoining 
being under repair and having no front 
in it. The thief, on reaching the cellar 
to this open store front, had little op- 
position from a stairway dgor which 
gave entrance to the Berren store. 








The Platinum Market 


A slight decrease in the price of plati- 
num was evidenced this week. Soft 
platinum was priced at $68 per ounce, 
$2 below last week’s figure; platinum 
containing 5 per cent iridium was listed 
at $77 per ounce, $3 below the previous 
rate; and platinum containing 10 per 
cent iridium was selling at $90, which 
is $4 under the quotation of the week 
before. No changes were made in the 
prices of iridium and palladium. 

The official quotations follow: 

Per Ounce 
$68 
5 per cent iridium 77 


Soft platinum 
Platinum containing 


Platinum containing 10 per cent iridium 86 
Tridium 
Palladium 


250 
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Reactions to the New Tariff Law 





Diamond Trade Disappointed at Refusal to Reduce Schedules 
but Jewelry Manufacturers Fairly Satisfied—American W atch 
Manufacturers Still Discussing Bill Which Rewrote the 
Paragraphs Suggested, W hile Importing Element Firmly 
Opposes Present Bill—New Tariff Will Prevent Im- 
portation of Cheap Japanese Imitation Pearls 


The reactions of the various elements 
of the jewelry trade to the proposed 
new tariff introduced in the House of 
Representatives, May 7, were of various 
kinds. Among manufacturers and im- 
porters, the interest was keenest though 
wholesalers and retailers also studied 
carefully the various schedules which 
were published in detail in the last is- 
sue of THE JEWELERS’ CIRCULAR. 

Needless to say, the diamond trade as 
well as the majority of jewelers han- 
dling diamonds were deeply disappointed 
that the Ways and Means Committee 
had not accepted the suggestion of our 
industry to get rid of the smuggling of 
gems by reducing the duty on cut stones 
from 20 to 10 per cent and taking off 
the present duty of 10 per cent on rough 
and putting it on the free list. Precious 
stones were left just as they are in the 
old tariff, although distinct changes 
were made as to some of the imitations, 
particularly cheap Japanese imitation 
pearls. The fight for a proper gem 
tariff will continue. 

As far as the watch situation is con- 
cerned, the manufacturers were a bit 
non-plussed at the fact that the com- 
mittee had practically rewritten the en- 
tire schedule, as proposed at the hear- 
ings and the committee in this trade 
and counsel have been discussing the 
subject. The watch importers were dis- 
tinctly upset by the increases which 
most of them consider unjust and un- 
reasonable and some of them have been 
notifying their customers as to what 
this will mean in regard to an increase 
in prices in the future. 

The manufacturing jewelers did not 
get all they asked for in the increase in 
tariff but did get an increase which may 
prove satisfactory. 

The situation in regard to the tariff 
on cheap Japanese pearls is explained 
in a letter published on this page. 





Diamond Importers Will Continue 
Fight for Reduction of Duties 
Before Senate Finance 
Committee 


Distinct disappointment was ex- 
pressed throughout the diamond and 
jewelry trade, last week, when it be- 
came known that the Ways and Means 
Committee had refused to heed the 
trades’ plea for relief from the smug- 
gling evil by reducing the duty on dia- 
monds, rough and cut. Though the 
committee for our industry had asked 


for a change in the schedule from 20 
per cent on cut stones to 10 per cent, 
and on rough from 10 per cent to free, 
the tariff bill, as reported to the House 
of Representatives, contained the old 
duties of 20 per cent and 10 per cent, 
respectively. 

However, the opinion is expressed 
that the fight is, by no means, lost as 
yet but will be continued actively and the 
tariff committee of the diamond trade, 
of which Walter Kahn, of L. & M. 
Kahn & Co., is chairman, will endeavor 
to get the relief demanded. After a 
meeting of the committee held in New 
York on Tuesday, Chairman Kahn said: 

“In spite of the effort of the Com- 
mittee on Tax Revision for a reduction 
of 10 per cent in the present tariff rate 
on diamonds, pearls and other precious 
stones, the Committee on Ways and 
Means has not seen fit to make the 
changes which were requested. The 
probable reason for the Committee’s 
action was the unwillingness to reduce 
the rates on these articles in the face 
of upward provisions on sugar and 
other necessities, although the action of 
the Ways and Means Committee comes 
as a great disappointment to our in- 
dustry. 

“The cause is by no means lost, and 
every effort is now being made with the 
Senate Finance Committee in the hope 
that the desired reduction may still be 
obtained.” 





Watch Manufacturers Still Consider- 
ing the Tariff Schedules of the Bill 


Whether or not the tariff schedules on 
watches will prove acceptable to the 
American manufacturers in its present 
form’ could not be learned definitely up 
to Wednesday, although it was predicted 
in many quarters that changes, either 
technical or otherwise, might be asked 
for. The Ways and Means Committee 
did not draw the paragraphs in the way 
requested by the watch manufacturers 
though they embodied many of the ideas 
and suggestions contained in the manu- 
facturers’ brief and proposals. It is 
possible, however, that in rearranging 
them, the Ways and Means Committee 
may have left loopholes that will be con- 
sidered unsatisfactory. 

An attempt was made to get a state- 
ment from Taylor Strawn, who is acting 
as chairman of the tariff committee of 
watch manufacturers but when seen in 
Chicago, he said he did not wish to make 
any statement at the present time. Mr. 


81 


Strawn later came to New York where 
he was in consultation with others and 
with counsel, Mr. Barnes, of Barnes, Mc- 
Kenna & Halstead. When asked again 
to make a statement, he sent word that 
he still did not feel in position to do so 
and he said they were still studying the 
paragraphs and their full meaning. 
Whether changes, if any, will be re- 
quested of the Ways and Means Com- 
mittee of the House or of the Senate 
Committee on Finance when the bill 
goes to that body, could not be learned. 





New England Jewelry Manufacturers 
Welcome Increase in Duty Even 
Though It Is Not All That 
Was Demanded 


PROVIDENCE, R. I., May 13, 1929. 
Editor of THE JEWELERS’ CIRCULAR: 


In reply to your request for a state- 
ment as to the views of the jewelry man- 
ufacturers relative to the Jewelry Para- 
graph in the new Tariff Bill, I have no 
hesitation in expressing the opinion that 
a very great majority of the New En- 
gland manufacturers realize the urgent 
need of a substantially increased rate 
of import duty for jewelry, other than 
jewelry of gold or platinum, over the 
rate provided in the present law, if the 
domestic manufacture of inexpensive 
jewelry is to continue. 

While the rate provided in the new 
bill for jewelry other than jewelry in 
chief value of gold or platinum, is less 
than was asked for in the brief filed with 
the Ways and Means Committee by this 
Association, it is an increase over the 
present rate which will, it is believed, 
if enacted into law, afford a measure of 
much needed yelief to the industry with- 
out shutting out a reasonable volume of 
imports. 

The imports of foreign jewelry and of 
articles of adornment, designated in the 
jewelry tariff classification, have been 
steadily and rapidly increasing for sev- 
eral years. If no relief is afforded from 
this condition, the result will be dis- 
astrous not only to the manufacturers 
of inexpensive jewelry and of the afore- 
mentioned articles of adornment de- 
signed to be carried on or about or 
attached to the person, but will ulti- 
mately result in a great hardship to the 
entire domestic trade. 

Very truly yours, 
WoopwarpD BooTH, Manager, 
New England Manufacturing Jewelers’ 
and Silversmiths’ Association. 





Tells How Proposed Tariff Will Pre- 
vent Importation of Cheap 
Japanese Imitation Pearls 


New York, May 11th, 1929. 
Editor of THE JEWELERS’ CIRCULAR: 
Dear Sir:— 

It may be of interest to your readers 
to call attention to the imitation pearl 
schedule in the new tariff bill under 
consideration by Congress. 

Under the proposed tariff, the mini- 
mum import tax will be 2 cents per inch, 
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plus 20 per cent ad valorem. This 
would eliminate, at one sweep, the pres- 
ent destructive Jap competition through 
5 and 10 cent stores, and 25 and 50 cent 
counters in other cheap stores. 

The significance of this to the jeweler 
will be appreciated when we learn that 
according to a recent report of the U. S. 
Tariff Commission, 61 per cent of all 
import duties collected on imitation 
pearls in the last five years were for 
pearls made in Japan. Practically all 
Jap pearls sell at retail from 10 cents 
to 50 cents. In my opinion, this means 
about 85 per cent of the number of neck- 
laces sold in the United States during 
the last five years were made in Japan. 
In other words, the jeweler was able to 
cater to only 15 per cent of the potential 
market in pearl necklaces during this 
period. 

During all this time, pearls were 
never out of style. If anything, pearls 
were more popular than ever—pearl 
sales having simply drifted into ridicu- 
lously lower price ranges, accompanied 
by an utter disregard of pearl quality 
standards in, as mentioned above, at 
least 85 per cent of the pearl necklaces 
sold at retail. 

Under the terms of the proposed law, 
with this cheap competition eliminated, 
the jeweler will again be able to sell fine 
pearls in the better qualities, and the 
potential market for jewelers will be 
at least 500 per cent greater, plus the 
encouragement of sales in the higher 
price ranges which jewelers enjoyed 
prior to the influx of the cheap Jap 
pearls. 

Jewelers can look forward to a tre- 
mendous revival in pearl sales this fall 
with the adoption of the new tariff law. 

Yours very truly, 

HARRY D. HENSHEL, 
President, Henshel Pearl Corp. 








Members and Guests Enjoy Annual 
Dinner of Jewelers Bowling 
League of Pittsburgh 


PITTSBURGH, PA., May 11.—Approxi- 
mately 200 members of the trade and 
their friends attended the annual dinner 
of the Jewelers Bowling League of Pitts- 
burgh held last Tuesday night in the 
North Side Elks Club to honor the 
Opticians team which bowled to victory 
for the third consecutive year. There 
was plenty of vaudeville and merry- 
making in general. 

The election resulted in chosing the 
following: Samuel Johnston, Grafner 
Bros., president; Frederick Helm of 
Helm & Hahn, vice-president; Charles 
Schreck, Heeren Bros. Co., treasurer, 
and Leonard Bergman of the same house 
secretary. The members of the Op- 
ticians team were of course highly 
elated to see the members of the jewelry 
trade do them such high honors. The 
retiring president of the league, J. G. 
Daleth of Landaw Bros., made some 
very fitting remarks. The league will 
continue their efforts to down the Op- 
ticians the coming season. President 
Johnston will announce his committees 
shortly. 
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Oregon Jewelers Hold Convention 





Delegates from All Sections of the State Participate in Two-Day 
Conclave Held in Eugene, Monday and Tuesday—Inspir- 
ing Addresses Heard and Officers Elected 


—Social Functions Enjoyed 


EUGENE, ORE., May 14.—With 60 
jewelers from all sections of the State 
in attendance, the Oregon Retail Jewel- 
ers Association brought its annual con- 
vention to a close tonight. The con- 
cluding feature of the gathering was 
the banquet held tonight. 


Monday 


The registration of arriving delegates 
and the golf tournament were the open- 





CARL GREVE, RETIRING PRESIDENT 


ing features on the program of the con- 
vention. In the afternoon, with Presi- 
dent Carl Greve in attendance, the first 
business of the convention was officially 
started. 

William G. Frasier, president of the 
A. N. R. J. A., was the principal speaker 
at this session. His talk on the activi- 
ties of the National Association was 
well received by the jewelers. 

Another interesting speaker was AI- 
bert B. Jones, regional vice-president of 
the A. N. R. J. A. Educational talks by 
several professors from the University 
of Oregon, brought the first business of 
the convention to a close. 

In the evening the jewelers and their 
guests enjoyed a dinner dance. 


Tuesday 


A number of interesting features oc- 
cupied today’s sessions among them 
being several inspiring addresses, the 
election of officers and the discussion of 
topics of importance to the retailers. 

After a number of addresses were 
delivered, the election of officers was 
held resulting in the selection of the 
following: President, R. G. Warren, 


Corvallis; first vice-president, Julius S. 
Zell, Portland; second vice-president, P. 
T. Bubar, Roseburg; third vice-presi- 
dent, Seth T. French, Albany, and secre- 
tary-treasurer, A. A. Keene, Salem. 
Those chosen to serve on the executive 
committee include: Carl Greve and 
Frank Heitkemper. 

It was decided by the delegates that 
an invitation be extended to the Wash- 
ington State Association to meet in joint 
session next year at Portland. In con- 
nection with this proposed convention 
the decision was also made to hold a 
great trade fair. Past-president Greve 
will tender this invitation at Tacoma 6n 
May 21 when the Washington jewelers 
hold their convention. 

Secretary Keene was designated as 
the Oregon delegate to the national con- 
vention in Cleveland next September. 

The resolutions adopted at the con- 
vention reaffirmed the Oregon associa- 
tion’s belief in the aims of the A. N. 
R. J. A. indorsed the Capper-Kelly bill, 
the work of the Harvard Bureau of 
Business Research, the efforts of the 
Oregon Merchants Association in eradi- 
cating the requisition evil, recognized the 
cooperation of Portland jobbers who 
refuse to sell to consumers and also 
indorsed the selling policy of the Elgin 
National Watch Co. 

The concluding event of the conven- 
tion was the banquet held tonight. 








Assay Office in New York to Be 
Moved to New Location 


The United States Assay Office, 32 
Wall St., New York, one of the 
largest and most completely equipped 
establishments of its kind in the world, 
will have still more extensive quarters 
in the new building to be acquired after 
the sale of the present location. The 
sale of the old building will be conducted 
by the Treasury Department in Wash- 
ington. 

The new site will doubtless be some- 
where in the Wall St. district, so as to 
best serve the convenience of the large 
financial institutions in the city as well 
as the Federal Reserve Bank. Another 
factor in the choice of a new site is the 
necessity of a minimum of traffic conges- 
tion to allow for the movement of trucks 
bearing gold to and from the building. 

A record transfer of about $2,500,000,- 
000 of gold now in the Assay Office will 
be attempted in one operation, probably 
the largest task of its kind ever under- 
taken. The gold is now in vaults which 
are embedded five stories below the 
street level and is mostly in bars which 
are heavy and difficult to handle. 
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Walter Hagen won his fourth 
British Open Golf Cham- 
pionship at Muirfield, Scot- 
land. 


Hagen’s consistently steady 
play has won eleven major 
national championships and 
has made him America’s 
greatest professional golfer. 


We have won our place 
in the diamond industry 
by consistently giving our 
customers better values. 
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MAGIC NUT 
for EAR STUDS—SCARF PINS, ete. 





Now Made in 
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AN UNUSUAL SHOP for the repairing 
framing and remodeling of high grade bags 
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A. L. WORKMAN, 1 West 34th St. 
Est. 20 Years New York City 
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New York Notes 


Joseph A. Plotkin, watchmaker, is 
now located in Room 606 at 147 W. 
42nd St. 

The Cloisonette Products Corporation 
has moved from 142 E. 32nd St. to 578 
Madison Ave. 


A. Venus, jeweler, has taken a lease 
for a ground floor store at the Raleigh 
Hotel, 121 W. 72nd St. 


A. Schliff & Son, importers of dia- 
monds, have removed their office, 68 Nas- 
sau St., to Room 1402, at 10 W. 47th St. 

Dreyer & Gottlieb, jobbers of diamond 
watches and jewelry, have removed from 
6 Maiden Lane to 65 Nassau St. 

Sam Eherlich, it was announced last 
week, has severed his connection with the 
Rialto Watch Case Co., 99 Canal St. 

Henry Perlman announced several 
days ago that he has resigned as treas- 
urer of the Modern Watch Co., 48 W. 
48th St. 

Arthur Easterbury of the Goldsmiths 
Co., Toronto, was in the city last week 
on a buying trip, but has since returned 
to his home. 

Oscar Samuels and Jay Engel of J. En- 
gel & Co., Baltimore, Md., are in town, 
and while here are stopping at the 
Roosevelt Hotel. 

Paul Lienard of A. Boyce Bolean, Inc., 
manufacturing jewelers, 45 W. 45th St., 
is now at 54 Rue Lafayette, Paris, the 
firm’s resident office. 

Antony Moscini, importer of semi- 
precious stones, 137 E. 22nd St., was 
recently added to the membership of the 
Merchants’ Association of New York. 

Julius Kaufman of Goodfriend Bros., 
importers of pearls and precious stones, 
542 Fifth Ave., sailed recently on the 
Aquitania for a visit to the European 
markets. Sanford Cohen has severed his 
connections with Goodfriend Bros. 

The firm of Sam Newman Precious 
Stones, Inc., has removed from 48 W. 
48th St., and is now located at 74 W. 
46th St. Mr. Newman is also going to 
represent the firm of Sol Van Wezel 
diamond cutter and cutter, on the road. 

Louis Gurfein, diamond importer, 68 
Nassau St., left recently on the Ber- 
engaria for a purchasing trip of six 
weeks to the markets of Antwerp, Am- 
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sterdam and Paris. During his absence 
his business will be conducted by his 
son, Sidney. 

Stephen Varni, of the Stephen Varni 
Co., importer of precious stones, 15 
Maiden Lane, was injured in an auto- 
mobile accident while on his way to 
Atlantic City on May 4. He is now in 
the Shore Road Hospital, Brooklyn, 
where he is rapidly regaining his health. 


Hoke, Inc., cooperating with the Jewel- 
ers Technical Advice Co., exhibited its 
specialties at the 12th Chemical Indus- 
tries Exposition, held last week at the 
Grand Central Palace. Sam Hoke, who 
recently returned from a South Ameri- 
can trip, assisted Miss Hoke at the ex- 
hibit. 

Lucius Pitkin, Inc., analytical and 
consulting chemists, assayers and metal- 
lurgists, 47 Fulton St., and Batavia, 
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N. Y., have announced the admission into 
the firm as vice-president of Sam Tour, 
of Batavia. Mr. Tour will take charge 
of the consulting chemical and metal- 
lurgical service and the research and 
development work on metals and alloys. 


Three indictments have been returned 
by a Grand Jury against Herman Heinen 
and Hugo Gabrilowitch, charged with 
grand larceny in the second degree. It 
is alleged they attempted to defraud sev- 
eral New York city firms, by presenting 
worthless checks for merchandise. The 
firms mentioned as complainants in the 
indictments are: Espositer, Varni Co., 
15 Maiden Lane; Evkob Watch Co., 49 
Maiden Lane; and Fred Vogel & Co., 21 
Maiden Lane. 

Joseph D. Little, in charge of the 
Sterling Silver Galleries of the Inter- 
national Silver Co., returned to this city 
last Monday after delivering several 
lectures in Allentown, Pa., and New 
Britain, Conn. In the former city Mr. 
Little spoke before 500 women on the 
subject of silver. Tables were appro- 
priately set, and after the talk the wives 
of the Allentown jewelers served tea. 
In the.evening Mr. Little spoke at the 
banquet of the Pennsylvania Retail 
Jewelers’ Association. Last Friday Mr. 
Little delivered a public lecture on the 
“History and Romance of Silver” at the 
Hotel Burritt, given under the auspices 


. of Porter & Dyson, New Britain jewel- 


ers. 


The Maiden Lane Outing Club is mak- 
ing elaborate preparations for its an- 
nual field day and summer frolic which 
will be held this year on Saturday, June 
8, at the Elks Club, Oakwood Heights, 
Staten Island. The usual baseball game 
will be a feature of the outdoor events, 
but in addition the committee has ar- 
ranged many other enjoyable games, 
for which handsome prizes will be 
awarded. The first contingent, it is ex- 
pected, will leave Maiden Lane about 9 
a. m., and until early afternoon groups 
will be on their way to the picnic 
grounds. Harry Booth, chairman of the 
committee, called his co-workers together 
on Tuesday for final orders. Tickets are 
now being distributed by members of the 
committee, which include Mr. Booth, 
“Dick” Flint, Henry Green, “Tony” 
Peters, “Phil” Richards and Louis Nuss- 





(Continued on page 87) 
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Banking Service for the Jewelry Trade 


WE offer to jewelers the special facilities developed through 
years of intimate association with their business, together with 
all the financial and service resources of a great banking institution. 


MARKET AND FULTON OFFICE 


IRVING Trust COMPANY 


81 Fulton Street, New York 
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baum. The day’s activities will close 
with a banquet served in the Elks club- 
house. 

Rubin & Schwartzman, 106 Fulton St., 
have remodeled their factories in order 
to do chromium plating. 

Reiner & Berkow, Inc., manufacturing 
jewelers, are now located in their new 
quarters at 44 W. 48th St. 

Charles Baer, dealer in jewelry, with 
a capital of $20,000, was_ recently 
granted a certificate of incorporation. 

Frederick E. Bauer, designer of jewel- 
ry, 22 W. 48th St., has moved from 
Room 1003 to Room 300 in the same 
building. 

Sam Eckstein, diamond cutter, 105 
Fulton St., sailed for Europe last Friday 
night on the Majestic. Mr. Eckstein will 
be gone for five weeks. 

Charles Feldman is notifying the 
trade that the partnership heretofore 
existing under the style of Feldman & 
Goldman has been dissolved. Mr. Feld- 
man will hereafter show his lines in a 
new display room at 339 Fifth Ave. 

Notice has been given that Ellman & 
Blau, 106 Fulton St., bankrupts, have 
applied for a discharge from all their 
debts. Creditors and others interested 
should attend a hearing at the Post 
Office building, on June 12 at 10.30 a. m. 

David Ornstein, president of the Nov- 
E-Line Mfg. Co., jewelry manufacturers, 
leaves tomorrow (Friday) for the firm’s 
Chicago office where he will join William 
Lester, the company’s Chicago represen- 
tative, for a visit to the trade in the 
Middle West territory. 

Goldsmith & Loopuit, diamonds, 22 W. 
48th St., successors to Adolph Gold- 
smith & Sons, are retiring from the 
diamond business. The original firm 
has been in existence for over 50 years, 
first in the jewelry and watch lines, and 
later in diamonds exclusively. 

George W. Korper, Jr., of George W. 
Korper, importer of Oriental pearls and 
precious stones, 527 Fifth Ave., returned 
to New York last week after visiting 
the trade on the Pacific Coast for the 
past five weeks. Mr. Korper, Jr., then 
left last Saturday to call on the Chicago 
trade. 

The monthly meeting of the executive 
committee of the Jewelers Security Al- 
liance was held last Friday at 15 Maiden 
Lane. President Harry C. Larter pre- 
sided and during the meeting eight new 
members were accepted in Class B, and 
three members were transferred from 
Class A to Class B. Two rewards were 
ordered paid. 

Beniamin Katz of Katz-& Ogush, Inc., 
and Mrs. Katz leave for Europe on the 
Ile de France, June 20, to visit Paris, 
London, Amsterdam, and Antwerp on a 
business and pleasure trip of two 
months’ duration. William B. Ogush of 
the same firm leaves on the Leviathan, 
June 12, to visit the same places and 
Switzerland on a purchasing trip. 
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Edwin H. Dean, diamond importer, 
15 Maiden Lane, is receiving the con- 
gratulations of his friends in the jewelry 
business over his recent marriage to 
Mrs. Elizabeth Whitley Pechin of Plain- 
field, N. J. The ceremony took place 
on April 30 and after a motor trip they 
will be at home, 1201 Central Ave., 
Plainfield. 

Grusmark’s Ine., filed a schedule of 
assets and liabilities in the United States 
District Court last Friday. The assets 
total $27,460 and include cash on hand, 
$25,400; debts due on open accounts, 
$1,891; and bank deposits, $169, while 
liabilities, constituting only unsecured 
claims, are listed at $77,988. An in- 
voluntary petition was filed against the 
firm on March 7.. 








Silver Plate Showing 


Silver Plate Showing starts 
May 17 and continues to May 
25. Jewelers are urged to co- 
operate in this campaign and 
make it a big success. Now is 
the time to call attention to the 
many excellent silver plated 
gifts suitable for the approach- 
ing graduation and wedding 
season. 








The “Timeology” hikers, having en- 
joyed their jaunt at Inwood Park last 
Saturday, will walk to Tibbetts Brook 
Park this Saturday, meeting at the foot 
of the Woodlawn station of the Jerome- 
Lexington Ave. subway at 2.30 p. m. 
Samuel Bernard, founder of “Time- 
ology,” announces that Miss Elizabeth 
Aldridge, former president of the Amer- 
ican Astrologists’ Association, will ad- 
dress the group. 

Charles A. Hammarstrom with Mar- 
cus & Co., Fifth Ave. jewelers, recently 
talked before the members of the Maple- 
wood, N. J., Woman’s Club. To illus- 
trate his talk he exhibited a sapphire 
and diamond necklace valued at $35,000. 
Mr. Hammarstrom impressed the women 
with the necessity of selecting their 
jewelry in accordance with various per- 
sonalities ard types. He also told which 
stones should be worn with certain silks 
and fabrics. Mr. Hammarstrom is 
scheduled to give the same talk before 
the Junior League of Montclair. 

Marv interesting silverware pieces 
were shown at the annua! spring 
exhibition of Currier & Roby, silver- 
smiths, 217 E. 38th St., held at the 
Hotel Pennsylvania, from May 7 to 11. 
Particularly attractive was a silver 
table service of reproductions of old 
flatware, an Old English tea set re- 
production, and a replica of a Paul 
Revere tea set. A small but appreci- 
ative visiting clientele attended the 
exhibit, the Saturday attendance being 
‘he largest. 
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In an announcement being sent out by 
the Jewelry Crafts Association attention 
is directed to a commercial collection 
agency using the name of the Jewelry 
Crafts and Novelties Adjustment Ser- 
vice, 11 W. 42nd St., New York city, 
which has circularized the jewelry trade. 
The trade is being advised that the 
agency has no connection whatsoever 
with the Jewelry Crafts Association, 
Inc., 48 W. 48th St., New York despite 
the similarily of names nor has it any 
connection with the Adjustment Bureau 
conducted by the National Jewelers 
Board of Trade, 22 W. 48th St. 

The Westchester County Retail Jewel- 
ers Association has completed all ar- 
rangements for its pre-convention ses- 
sion to be held at the White Swan Inn, 
White Plains, on Wednesday evening, 
May 22. Carl B. Karlen, who is in 
charge of the meeting, expects that 
from 30 to 50 jewelers will be in attend- 
ance. Charles T. Evans, secretary of 
the American National Retail Jewelers’ 
Association, will be the guest of the 
evening and probably the only speaker. 
The Westchester retailers will elect offi- 
cers for the year and will discuss plans 
for the ensuing state convention. 

“Dr. Charles H. Sloan,” who is known 
under many other names by the police in 
all parts of the country, and who was 
arrested on the evening of May 2 as 
the Waldorf Astoria was preparing to 
close its doors for all time, was brought 
before Judge Rosalsky in the Court of 
General Sessions last Thursday and 
ordered to plead not guilty to a charge 
of forgery. The prisoner is a fourth 
offender, and for this reason must stand 
trial and if found guilty he will be sen- 
tenced to spend the rest of his natural 
life in prison under the provisions of 
the Baumes Law. “Dr. Sloan” was 
nabbed by Detectives Howe and Regan 
of the Maiden Lane Squad on a charge 
of passing worthless checks on a number 
of downtown jewelers. 

The creditors’ committee handling the 
affairs of the Victor Jewelry Co., Pas- 
saic, N. J., notified creditors last week 
that a proposed sale of the assets of the 
concern will be made on May 18, to 
Victor’s, Inc., Paterson, N. J. This sale 
is to be made in accordance with the 
terms of a previous notice sent to all 
creditors, announcing that the stock, 
fixtures and instalment outstanding ac- 
counts would be disposed of. The sale 
will be consummated at 10 a. m. on May 
18, at the office of Sternberg & Rosen, 
attorneys for the Victor Jewelry Co., 
233 Broadway. The creditors’ com- 
mittee informs creditors that if this sale 
is consummated it is expected that an 
initial dividend will be paid in July, and 
that the committee will be in a position 
to close the estate in January, 1930. bv 
a final distribution of the assets. This 
delay, it is explained, is due to the fact 
that the purchase price is payable in 
monthly instalments, the last of which 
will become due in January, 1930. The 
creditors’ committee consists of Herbert 
Ollendorff of I. Ollendorff & Co., Louis 
L. Grey of Louis L. Grey & Co., and 
Oscar Lazrus of Benrus Watch Co. 
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Providence 





George A. Livesey has opened his 
“Antique Shop” with gifts, novelties and 
jewelry at 40 Main St., Wakefield. 

A discharge in bankruptcy was 
granted the Vega Jewelry Co., manufac- 
turing jeweler by the United States Dis- 
trict Court here last week. 

The Shenhan Co., which was recently 
incorporated under the laws of Rhode 
Island, will do electroplating and will 
act as a commission merchant for man- 
ufactured goods and supplies. 

Fire did considerable damage to a 
building and contents at 18 Bucklin St., 
owned and occupied as a store house by 
Philip L. Volker, manufacturer of 
brushes for jewelers’ use. 

The May meeting of the directors of 
the Manufacturing Jewelers’ Board of 
Trade will be held at the Turk’s Head 
building on Friday afternoon, May 17, 
when several matters of importance will 
be discussed. 

The engine turning and engraving 
business of J. Thomas Smith, 167 Chest- 
nut St.. is to be disposed of at public 
auction in liquidation sale at 12 o’clock, 
(daylight saving time), Wednesday, 
May 22. 

The stock, tools, machinery, fixtures 
and name of the George L. Vose Co. 
have been purchased by the E. Mill- 
mather Co. of this city, which will man- 
ufacture a line of costume jewelry at 86 
Page St. The business has been en- 
tirely, reorganized with a new corps of 
executives but will retain the firm style. 

The Quinn Jewelry Co. has been in- 
corporated under the laws of Rhode 
Island to deal in jewelry in this city 
with an authorized capital stock consist- 
ing of 500 common shares of no par 
value. The incorporators are: Clarence 
N. Quinn of Providence Gabriel Caplan 
and George H. Raymond. 

At a meeting of the executive commit- 
tee to be held Thursday, May 16, at the 
association rooms in the Biltmore Hotel, 
the New England Manufacturing Jewel- 
ers’ and Silversmiths’ Association will 
appoint a committee to attend the con- 
ference which has been called by the 
Federal Trade Commission to meet in 
Chicago June 5 to consider unfair prac- 
tices in the sale of jewelry. 

The Eureka Ring Co., Inc., 185 Eddy 
St., has made an assignment for the 
benefit of its creditors to Judah C. 
Semonoff, attorney, 301 Grosvenor build- 
ing this city. The stock, tools and ma- 
chinery of the concern will be sold at 
auction as assignee’s sale at 3 o’clock 
(daylight saving time), May 14, on the 
premises. No statement has been made 
as to the amount of the assets or lia- 
bilities. 

The Uncas Mfg. Co., manufacturer of 
rings, dedicated its new plant at 623 
Atwells Ave., last Saturday, from 9 
a. m. to 4 p. m. Indicative of their 
appreciation, the employes of the com- 
pany presented to Mr. Sorrentino a 
bronze figure of Uncas, the Indian chief- 
tain whose name the company bears. 
This figure, which has been given a 
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prominent place in the general offices 
of the company, is accompanied by a 
bronze tablet suitably inscribed. Last 
Saturday night Mr. Sorrentino enter- 
tained the officers of the company and a 
few invited guests at dinner which was 
served at the new factory. 

Evidences of a struggle between two 
of the world’s large mail order com- 
panies for the retail trade of southern 
New England were revealed last week 
in the announcement that Montgomery 
Ward & Co. will establish a large store 
in Woonsocket, R. I., and that Sears, 
Roebuck & Co. will take a similar step 
in this city. Montgomery Ward & Co. 
have chosen the heart of the business 
district of Woonsocket for a large retail 
department store. This company last 
Thursday entered into an agreement at 
Albany, N. Y., with two Woonsocket 
men for the lease for 15 years of their 
land at N. Main, Blackstone and Corey 
Sts., at Monument Sq., together with a 
building which the two men will erect. 
R. E. Wood, president of Sears, Roe- 
buck & Co., stated that his company 
plans to enter the retail store business 
in Rhode Island and will locate in Provi- 
dence. Efforts to learn whether any 
definite selection of a site has been made, 
or when a branch would be opened here, 
failed. 


Philadelphia 


Rosenblum Bros., wholesale jewelers, 
715 Sansom St., Philadelphia, estab- 
lished in 1905, will shortly be chartered 
under the new firm style of Rosenblum 
Bros., Inc. The concern will maintain 
its present management and policies. 

Some improvement is being shown in 
the retail trade here especially in silver- 
ware and gifts suitable to the approach- 
ing bridal season. Manufacturers and 
jobbers report a better trend in their 
lines but cannot say the same about 
collections which are still slow. 

An attempt to break into the jewelry 
store of Ackley & Reed, 762 Federal St., 
Camden, N. J., was foiled by a burglar 
alarm but the burglars escaped capture. 
Three yeggs attempted to force open a 
rear door but as they did so set the 
alarm, connected with a private detective 
agency, going. Hearing the alarm, they 
fled. 

Almost 500 retail jewelers from this 
city and vicinity, including several from 
southern New Jersey, gathered at the 
Benjamin Franklin hotel to hear Ralph 
Barton, general sales manager, explain 
the new policy of the Elgin National 
Watch Co., in its relations with the 
retailer and the jobber. Considerable 
interest was shown in the general pro- 
position and after Mr. Barton outlined 
the new policy in a general way he was 
asked a number of questions. 

Three boy “bandits,” who embarked 
deliberately on what they expected to be 
a career of crime were before Judge 
James E. Gorman in Juvenile Court here 
and astounded him by their precocious- 
ness in crime. They were arrested for 
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stealing several articles of jewelry from 
a store on Market St. near 16th St. 
They attempted to sell some of the 
stolen articles, mostly costume jewelry 
at a store only a few doors away from 
the one from which they had, “sneaked” 
the jewelry. In court they astounded 
the judge by forecasting their futures, 
which they said had been told them by 
a fortune teller. The boys ranged in 
age from 10 to 13 years. One of the 
boys was turned over to the care of the 
Department of Welfare, the other to the 
Juvenile Aid Society and the third was 
remanded to the House of Detention for 
further investigation. The stolen jewel- 
ry, valued at about $100, was recovered. 








Canada Notes 


Capitol Jewelers, Ltd., of Montreal, 
have removed from 467 St. Catherine St. 
W., to their new store with modern up- 
to-date equipment at 1003 St. Catherine 
St. W. 

Imports into Canada during the fiscal 
year ended March included, diamonds un- 
set valued at $2,182,289 as compared 
with $3,067,838 during the previous 12 
months and clocks and watches of the 
value of $3,577,073 as against $3,303,798. 

Hurling a brick through the show 
window of the store of Charles K. Karn- 
jak, retail jeweler, 704 Wyandotte St., 
in Windsor, Ont., on a recent morning, 
a thief obtained loot valued at $600. 
Discovery of the broken window was 
made by a passing policeman. The 
stolen property included 17 watches, 16 
chains and 28 rings. 

William Birks of Henry Birks & Son, 
of Montreal, president of the Canadian 
Chamber of Commerce who has been 
visiting various trade organizations in 
Britain, is returning home. He will 
shortly make a trip to western Canada 
and the Peace River district, to complete 
arrangements, for the tour to be taken 
by the Canadian Chamber of Commerce 
in June. 











Derogation of the products of com- 
petitors is condemned by the Federal 
Trade Commission and a concern en- 
gaged in the manufacture and sale of 
celluloid crystals for watches and clocks 
has agreed by stipulation with the Com- 
mission to cease and desist from this 
practice. The firm advertised its pro- 
ducts as “unbreakable crystals” and 
referred in their advertising to competi- 
tors’ crystals, also made of celluloid, as 
“ordinary celluloid crystals,” “imitation 
unbreakable crystals,” and similar dis- 
paraging terms. The Commission found 
that the respondent’s products are made 
of the same materials as the crystals 
manufactured by its competitors and 
that its references to competing pro- 
ducts constitute unfair competition. The 
stipulation agreement provides that if 
the firm reverts to this practice, the 
facts stipulated in the agreement may 
be used against it in any formal proceed- 
ing instituted by the Commission. 
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Chicago Notes 


Al. Fish, Birmingham, Ala., made a 
flying trip to Chicago last week to visit 
with friends and attend to business. 

“Joe” Bryne of the Bryne-Duff Co., 
Omaha, Neb., was a visitor in Chicago 
last week looking over lines and calling 
on many of his friends. 

“Ted” Lampert of M. J. Lampert & 
Son, New York, called on the trade in 
Chicago last week en route to his Middle 
West territory. 

M. Herzfeld, jewelry buyer for Herz- 
feld & Phillipson, of the Boston Store, 
Milwaukee, Wis., was a visitor in the 
markets of Chicago last week. 

A. J. Siegal, of the Potter & Buffin- 
ton Co., Providence, spent a few days of 
the past week in Chicago visiting with 
Harry H. Miller, their local manager. 

E. F. Doering and his son, Sylvan, of 
the Doering Jewelry Co., of Waupun, 
Wis., wholesalers, visited the markets in 
Chicago last week. 

C. Arthur Lundquist, manager of the 
Chicago office of the George H. Fuller 
& Sons Co., spent the past week at the 
Lakewood Club, his summer home. 

George Dahlman, of the Reliance Mfg. 
Co., has completed his regular business 
trip through the North West. Mr. 
Dahlman will remain in Chicago now 
for a while to call on the trade here. 

“Jack” Miller, of the Kalisher Co., 
with Chicago headquarters in Suite 
1208, Heyworth building, has completed 
a trip through his territory and will re- 
main in Chicago for a few weeks. 

In the matter of the Aldore Shoppe, 
formerly located in the Pittsfield build- 
ing, a first dividend of 10 per cent has 
been sent to creditors by Louis Goldman, 
of Goldman, Allshouse & Healy, trustee. 

Al. Moss, manager of the Chicago 
office of the J. J. White Mfg. Co., is 
making his usual business trip through 
the West as far as the Pacific Coast and 
will be away for several weeks. 

I. Behrstock, of the I. Behrstock Co., 
Los Angeles, Cal., has returned from 
New York and the eastern markets where 
he spent 10 days. Mr. Behrstock spent 
a few days in Chicago visiting with some 
of his acquaintances on his way home. 

Charles Newman, manufacturers’ rep- 
tesentative, returned from his usual trip 
through the Middle West in the interest 
of the firms he represents. Mr. New- 





man reported having had a good busi- 
ness. 

Edward Moore of R. F. Simmons Co., 
located on the sixth floor of the Hey- 
worth building, left recently on his coast 


trip. Mr. Moore will visit with his 
wholesale accounts and will be away 
for several weeks. 

John Jacobson, Illinois representative 
for Benjamin Allen & Co., attended the 
annual convention of the Illinois Retail 
Jewelers Association at Joliet, last week, 
and left there for Ottawa and other 
cities in the State. 

William W. Schwab, general manager 
for J. R. Wood & Sons, spent several 
days of the past week in Chicago visit- 
ing at the local offices in the Heyworth 
building, and calling on many of his 
old acquaintances. 

M. I. Lusky and Mr. and Mrs. Bern- 
stein, of the M. I. Lusky Jewelry Co., 
Nashville, Tenn., accompanied by Mr. 
Bernstein, Jr., and his fiancée, spent sev- 
eral days of the past week in Chicago 
making purchases for their approaching 
wedding, and while here visited with 
many friends in the trade. 

Fire broke out in the retail jewelry 
store of M. J. Herzberg, operating as 
the North Center Jewelers, 4045 Lincoln 
Ave., on Sunday of last week and com- 
pletely destroyed the place. The loss is 
estimated at several thousands of dol- 


- lars, and it is understood everything is 


covered by insurance. 

E. W. Chamberlin, Akron, Ohio, pres- 
ident of the Ohio Retail Jewelers’ As- 
sociation and regional vice-president of 
the A. N. R. J. A., stopped in Chicago 
last week to visit with members of the 
trade on his way to Joliet, where he 
addressed the convention of the Illinois 
Retail Jewelers Association. 

I. Leon Gross recently returned from 
the East and announces that he is rep- 
resenting the Knickerbocker Silver Co., 
of New York, and that he will not rep- 
resent the Howell Mfg. Co., of Geneva, 
Ill. Mr. Gross is spending a week in 
Chicago calling on the trade before leav- 
ing on an extended business trip through 
the West to the Pacific Coast. 

Sympathy was extended to Mrs. Cath- 
erine Wilmsen Moore on account of the 
death of her husband, Jack Moore. Mr. 
Moore passed away at Indianapolis, Ind., 
on Wednesday, after a major operation. 
Funeral services will be held on Satur- 
day from his old home at Columbus, 
Ind. Mrs. Moore has been identified 


with the jewelry trade for many years, 
having been associated with the George 
H. Fuller & Son Co. 

Jacob Garon, in charge of the watch 
department of the Duluth Jewelers’ Sup- 
ply Co., at Minneapolis, stopped off in 
Chicago last Wednesday to spend the 
day here visiting with friends on his 
way home from Detroit, where he 
visited with his brother, Toby, who has 
charge of the Michigan Jewelers’ Supply 
Co. Mr. Garon made the entire trip 
by motor calling on his friends during 
the day and motoring at night. 

Many retail jewelers visited the mar- 
kets in Chicago during the past week 
and among them were: B. H. Williams, 
Holland, Mich.; Irving A. Johnson, 
Racine, Wis.; C. V. Noble and wife, 
Bloomington, Ill.; William Trein and 
wife, Dixon, Ill.; A. F. Quick, Kenosha, 
Wis.; William Volkmann, H. E. Volk- 
mann’s Sons, Kankakee, IIl.; Lou Ander- 
son, Dwyer & Anderson, Rockford, IIl.; 
Fred Moltz, the Vail Jewelry Co., Val- 
paraiso, Ind. 

A man was arrested last week on 
complaint of his employers, local credit 
jewelers. He has been bookkeeper for 
this firm for the past four years, and 
according to the police, misappropriated 
$14,000 in cash. This concern always 
had an auditor go over their books, but 
on account of his absence from the city 
new auditors were hired. On Monday 
the man made up his bank deposit and 
did not return to his duties after making 
the deposit. About 1 o’clock the next 
morning he and his wife came to the 
home of a member of the firm and told 
him what had happened and how much 
money he had taken. The man is now 
out under $10,000 bond. 

Among the manufacturers’ represen- 
tatives that called on the trade in Chi- 
cago during the past week and are en 
route to the Middle West include: Edson 
Franklin, E. I. Franklin & Co., North 
Attleboro, Mass.; A. Richards, Smith & 
Crosby, Attleboro; Edward Gilmore, 
Carter, Qvarnstrom & Remington, Attle- 
boro; Edward Kahn, Untermeyer-Rob- 
bins & Co., New York; Nathan Schorsch, 
of Jacob Schorsch, New York; Frank 
Casey Dunn, Dunn Bros., Providence; 
G. McCormick, R. L. Griffith & Son Co., 
Providence; O. Dunn, C. L. Sweet & 
Son Co., Attleboro; Harry Wachen- 
heimer and “Gene” Abbott, Wachen- 
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heimer Bros., Providence, “Jim” Flateau, 
Charles Keller & Co., New York. 

George W. Korper, Jr., of George W. 
Korper, 527 Fifth Ave., New York, has 
arrived in Chicago from a trip to the 
Pacific Coast and will be here for sev- 
eral days calling on the trade. 

B. Leader & Sons, platinumsmiths, are 
now located in their new quarters in the 
Columbus Memorial building. This con- 
cern moved from Room 1314 to Room 
1303. The new location is more spacious 
and in direct view of the elevators. 

Dave Helfer, representing the Block- 
Weinfeld Co., spent the first few days 
of last week at Joliet, attending the 
convention of the Illinois Retail Jewel- 
ers Association, and from there left for 
his southern Illinois territory. 

M. M. Johnson, of H. F. Wichman & 
Co., Honolulu, T. H., stopped in Chicago 
last week to visit with friends here for 
a few days before going to New York 
and the East to look over new merchan- 
dise. He expects to remain East for 
about 10 days and then will return to 
Chicago before returning home. 

Henry C. Drumm and his bride are 
receiving the congratulations of their 
many friends in the trade. This couple 
slipped off to Waukegan about three 
weeks ago and were quietly married. 
Mrs. Drumm was the former Mrs. 
Arthur Schiefer, and is a retail jeweler 
at 6904 Wentworth Ave. Mr. Drumm 
is in the wholesale jewelry business with 
offices on the fifth floor of the Heyworth 
building. 








Cincinnati 





Miss Carrie Paris, who specializes in 
silverware and gifts, will consolidate her 
original silver shop in the Ingalls build- 
ing and the Paris Gift Shop at 318 Lud- 
low Ave., Clifton, in one store at 813 
Walnut St. 

The Southam Watch Co., organized by 
W. A. Southam of Cleveland, Ohio, will 
establish itself in Room 112 in the main 
lobby of the Dixie Terminal building, 
Fourth and Walnut Sts., this city. The 
watch company has taken a five-year 
lease on the store room at a total rental 
of $10,000. It will be the official watch 
inspecting firm of a number of railroads 
taking over the activities of the Pyper 
Watch Co., which for years was one of 
the tenants of Emery Arcade. The 
Southam company absorbed the Pyper 
firm. 

The cases of three men, all of Chicago, 
charged with obtaining money under 
false pretenses were dismissed in Mu- 
nicipal Court this week. The three were 
taken into custody by the police after 
several used-jewelry shop proprietors 
complained that the trio attempted to 
pawn fake diamonds. It was said the 
men presented gems to clerks and ob- 
tained loans of from $25 to $40 on them. 
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They claimed they did not represent the 


_ stones as diamonds but left the intrinsic 


value of them up the clerks for ap- 
praisal. 








Cleveland 


Henry Fraiberg & Sons, 5605 Fleet 
Ave. S. E., retail jewelers, were again 
victims of a window smasher who paid 
their store a visit at 3 o’clock one morn- 
ing recently, and who escaped with a 
number of rings valued at a nominal 
amount. Police noticed the broken win- 
dow and notified Mr. Fraiberg who lives 
above the store. 

Thad Ackley & Co., Warren, Ohio, are 
closing out their business. J. A. Conn, 
Cleveland auctioneer, is conducting the 
sale which will wind up one of the oldest 
retail jewelry businesses in Ohio and 
which has been in constant operation 
for the past 80 years. Will T. Ackley 
has been conducting the store since the 
death of his father, Thad Ackley, the 
founder of the business. 

Copies of the final decree of the 
United States District Court in the suit 
of the Traub Mfg. Co., against the 
Samuels Co., which was filed March 12, 
are being circulated in the jewelry trade. 
This was a suit over the sale by the 
defendant of finger rings marked 
“Genuine Nu Wite Orange Blossom 
Rings.” The decree signed by Judge 
Jones of the United States District 
Court declares that the words “Orange 
Blossom” constitute a valid trademark 
for finger rings and is the property of 
the Traub Mfg. Co.; that the marking 
on the rings sold by the defendant to 
customers asking for “Orange Blossom” 
infringed the plaintiff’s trademark and 
that an injunction be issued against the 
Samuels Co., its officers and employes 
restraining them from using the word 
“Orange Blossom” or colorable imitation 
thereof in any way in connection with 
the sale of finger rings not made by the 
plaintiff and that the plaintiff recover 
the costs of this suit and execution 


thereof. 


Salt Lake City 


Business conditions are reported to be 
improving in this city. 

The Trinket Jewelry Store, Salt Lake 
City, Utah, was recently robbed of 
$2,000 in gems. In the loot were 500 
unset stones, principally cameos and 
agates, 170 cameo and agate rings and 
a quantity of brooches, bracelets and 
novelty jewelry. 

It is reported that there is an excel- 
lent opening for a job engraver in Salt 
Lake City at the present time. Recently 
the best engraver in Salt Lake City 
died, and another engraver who had 
been in business here moved away from 
the city. It is reported that a man 
who is able to do fine work should be 
able to get plenty to do. 
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Detroit 


The Soloman Jewelry Co., Gratiot and 
Harper Aves., Detroit, Mich., has opened 
a new retail store at 9430 Joseph 
Campau Ave. This makes two stores 
the company is now operating. 

John Nowak, retail jeweler, 9514 
Joseph Campau Ave., Hamtramck, Mich, 
announces that he is retiring from busi- 
ness. This is the oldest and largest 
establishment of the kind in the Detroit 
suburb. At the present time Mr. Nowak 
is disposing of his merchandise at auc- 
tion. 











Kansas City 


H. R. Tillotson, formerly of this city 
will open Tillotson’s Jewel Shop in the 
Exchange Bank building, Columbia, Mo. 
this week. 

Quincy Wilson, who has been out of 
the jewelry business for the past 10 
years, has opened a new store in 
Vernon, Tex. 

Miss Lena Phillips has bought the 
jewelry store of Forest Smith of Rich- 
mond, Mo. Miss Phillips was formerly 
employed in Earl Morrison’s store at 
Excelsior Springs, Mo. 











Milwaukee 


The Sallan jewelry firm at Racine 
has opened a new store at Waukegan, 
Ill. B. N. Sallan, former manager of 
the Racine store, has been transferred to 
the Waukegan establishment. 

Maurice Strelitz, Inc., credit jeweler 
located in the Majestic building on Wis- 
consin Ave. here, is selling out its jewel- 
ry business. Mr. Strelitz plans to re 
tire. 

Max A. Kohen, Inc., is the name of a 
new jewelry store opened at Kenosha. 
The store is the third of a chain of 10 
jewelry stores that the operators plan 
to open in the State, according to Max 
A. Kohen, president. Elmer J. Scharf 
will be resident manager of the Kenosha 
jewelry establishment. The other two 
Max A. Kohen, Inc., stores are located 
at Madison and Eau Claire, Wis. 


Ohio Notes 


The O. B. Marvin & Co. jewelry store, 
Findlay, Ohio, will be moved to new 
quarters adjoining the Phoenix Hotel 
entrance some time this month. 

J. Harry Prinz and Harry F. Estelle 
have leased space in the Harbottle Build 
ing, 40 W. 2nd St., Dayton, Ohio, fot 
their jewelry business. 

The W. C. Russell jewelry store # 
Minerva, Ohio, was one of the establish 
ments destroyed recently by a fire whid 
did $35,000 damage to the town’s bust 
ness center. 
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San Francisco 





A. Ginsburg has opened a handsome 
and well-equipped jewelry store at 1237 
Divisadero St. 

S. Richard Hammond is now asso- 
ciated with S. J. Hammond & Co. in the 
management of the business which has 
offices in the Jewelers’ building. He is 
the son of S. J. Hammond. 

The manager of the Los Angeles office 
of A. I. Hall & Son having resigned, 
Arthur P. Klingele has been appointed 
as head of this office. Willis Robertson 
is being sent to cover the southern terri- 
tory. 

The Pacific Coast Gift and Art Show 
will be held in the Palace Hotel, San 
Francisco, from Monday, July 8, to 
Saturday, July 18. Sidney J. Wolf and 
his associates, who have so ably man- 
aged the previous shows, will again be 


in charge. Mr. Wolf’s offices are in the 
Chancery building. 
The committee chairman for the 


tournament of the Northern California 
Jewelers’ Golf Association to be held on 
May 24 is Walter L. Glenn, manager, 
W. B. Glidden Co., .representatives of 
the R. Wallace & Sons Mfg. Co. The 
tournament will be held in Berkeley at 
the Berkeley Country Club, followed by 
a dinner in the evening. 

S. H. Friend and wife left for New 
York on May 10, planning after a short 
stay at the Roosevelt Hotel to sail for 
Europe on May 17 on the Columbus. 
Mr. Friend expects to visit the diamond 
markets of Amsterdam, Antwerp, Lon- 
don and Paris and he will make his 
headquarters at his office, Diamant 
Beurs, in Amsterdam. 


Los Angeles 


The Riggs Optical Co. of California, 
Inc., has been sold to the Associated 
Optical Co., Los Angeles. 

E. E. Crofut of Oakland, Cal., watch- 
maker and jeweler, has opened a store 
in the Bradley Hotel building, S. Broad- 
way, Santa Maria. 

Henry P. Buckley.has given notice of 
his intention to sell the Hub Jewelry Co., 
719 S. Main St., to Asreal Himie Laven- 
roth, the transaction being in escrow. 

H. H. Boyajian, importer and manu- 
facturer of seed pearls and art jewelry, 
has removed his shop from Suite 601, 
Jewelers Exchange building, to Suite 
408, where he will have more spacious 
quarters. 

S. Randazzo, for 20 years in business 
at Kansas City, Mo., is now located in 
the Alexandria Hotel building, where he 
8 carrying a line of statuary and art 
goods in addition to jewelry and watches. 

Jewelry Lane is the name of a new 
store opened at 325 E. Colorado St., 
Pasadena, by C. E. Phillips. The name 
18 given the store because it is narrow 
and very long, in comparison, and re- 
Sembles a “Lane” in appearance. 

Joseph Leudan & Co. has opened an 
office in Suite 820, Metropolitan build- 
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ing, specializing in beads and novelties. 
Mr. Leudan has been traveling out of 
New York but decided to establish head- 
quarters in Los Angeles. 

I. Goodman, diamond jobber, Balti- 
more, Md., has established an office at 
Room 803 Title Guarantee building, 
where he will handle his Pacific Coast 
trade. He will retain his Baltimore 
office. 

William T. Burkhart, who has been 
in the jewelry and diamond business in 
Los Angeles for 25 years and who is 
now located in the Title Guarantee build- 
ing, where he has been six years, is 
planning to retire about the last of 
this month. He already has sold his 
home in Sierra Madre and his furniture 
also is for sale. He will store his gems 
and go North as far as Vancouver, and 
expects to be gone for a period of about 
three months. 

Isaac Licht, diamond importer, for- 
merly in the Chester Williams building, 
has moved into Suite 500, Metropolitan 
building. With him occupying the suite 
are William L. Bowley and Julian Metz. 
Mr. Bowley was formerly of the firm of 
Bowley & McCord, in the Grant building, 
but sold out to Mr. McCord. He re- 
mained out of business for several 
months but is now operating a diamond 
business. Mr. Metz is a watchmaker 
for the trade and removed from Room 
800, Chester Williams building. 

Sixteen of the wholesale and manu- 
facturing jewelers of Los Angeles will 
attend the first get-together assemblage 
of the Pacific Coast craftsmen to be held 
June 14, 15 and 16 at Del Monte Hotel, 
Del Monte, Cal., during which there will 
be a general discussion of conditions in 
Pacific Coast States, a golf tournament 
and, on Saturday evening, June 15, a 
banquet. On the golf tournament com- 
mittee, from Los Angeles, are James D. 
Bridges, sterling silver manager of the 
International Silver Co., branch in Los 
Angeles, and James A. Apffel, president 
of the J. A. Apffel Jewelry Co., Title 
Guarantee building, Los Angeles. There 
will be wholesalers and manufacturers 
from Seattle, Portland, and San Fran- 
cisco, present. 








Iowa Notes 


The firm of Jester & Faber, Keokuk, 
Iowa, has been succeeded by A. Ray- 
mond Jester. 

E. Lombard, president of M. Lombard 
& Co., wholesale jewelers at Des Moines, 
Iowa, died recently in that city. 

R. J. Kiewin, formerly in the jewelry 
business at Griswold, Iowa, has opened 
a jewelry store at Fremont, Neb. 

The Fair Jewelry Co., Des Moines, 
Iowa, recently lost $150 in watches when 
a thief broke into a showcase in the 
lobby of the Kroft building. 

N. S. Plank, for three decades in the 
jewelry business at Davenport, Iowa, 
with his present store at 307 W. Second 
St., has taken lease on the storeroom 
at 210 Main St., and will occupy that 
site Sept. 1. The store will be remodeled 
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and redecorated and a complete new 
stock secured. 

R. M. Martin, 140 N. Main St, 
Decatur, Ill., has taken a 10-year lease 
on the store at 108 E. Prairie St., now 
occupied by the Yohe jewelry establish- 
ment and will move his optometry and 
jewelry store there about Aug. 1. The 
Yohe store will be moved a few doors 
east. The new location will give the 
Martin store a floor space nearly four 
times as large as its present one and 
the building will be remodeled and 
redecorated. 

Harry A. Horwitz, manager of the 
Crescent Jewelry Co., Sioux City, Iowa, 
has announced the purchase of stores 
in Oshkosh, Wis., and Moline, IIl., which 
will be operated by the Crescent firm. 
Both the new units are well established 
stores and the addition of these units 
makes the chain one of the biggest in 
the North West. The firm is now 
operating stores in this city, two in 
Fargo, N. D.; one in LaCrosse, Wis.; 
one in San Bernardino, Cal., in addition 
to the two just acquired. 








Pipe Mines and Alluvial Fields 
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“India (1927 production, 113 carats; 
1926, 69 carats) and Rhodesia each pro- 
duced less than 100 carats in 1928; 
Borneo and Australia somewhat more. 


Industrial Diamonds 


“The market for industrial diamonds 
was good during the year. Large car- 
bonado and bort were scarce, and the 
demand for the better grades was excel- 
lent. Carbonado prices were higher; 
crushing bort remained at about $2.00 
per carat. The carbonado production in 
Brazil appears to be increasing, the 1928 
production being about 25,000 carats 
(13.4 pounds). The Bahia Corporation 
is installing its washing plant, and the 
1929 production will presumably exceed 
that of 1928. This, together with the 
placing on the market of several exces- 
sively hard alloys suitable for diamond 
drilling in soft sedimentary rocks, sug- 
gests a fall in carbonado prices during 


1929,” 
(The end) 








The Duval Jewelry Co. has just cele- 
brated the formal opening of its Orlando, 
Fla., store in the new location at 17 S. 
Orange Ave. The store was formerly 
located at 36 E. Pine St. Visitors at 
the store during the opening reception 
received free souvenirs. A. O. Jenkins, 
president of the Duval Jewelry Co., 
with Mrs. Jenkins, G. D. Goff, vice- 
president and general manager, and 
Mrs. Goff and G. C. Stone, manager of 
the Orlando store, welcomed the many 
visitors inspecting the new premises. 
Mr. Stone recently took charge of the 
Duval store in Orlando after seven years 
with the Duval Jewelry Co. in Jackson- 
ville, Fla. 











92 


Jeweler Takes to the Air 





(Continued from page 69) 








Clarke of Lakehurst Naval Air Station; 
Capt. Sir George Hubert Wilkens, fa- 
mous aviator, whose polar explorations 
are acclaimed the world over; Count 
Sodem-Rheinhausen, chief engineer of 
Friedrichshafen; two representatives of 
the German Government and three Ger- 
man newspaper men. 

Among Mr. Nathan’s notes of his trip 
abroad are many interesting observa- 
tions of the latest trend of the mode in 
jewelry. He has written some interest- 
ing data on the trends in ensemble cos- 
tume jewelry acquired from close study 
in the continent’s capitals, as well as on 
the fine diamond-platinum creations. S. 
Nathan & Co. maintain three offices on 
the continent for the importation of dia- 
monds, pearls and precious stones. Their 
New York offices are located at 71-75 
Nassau St. and an uptown office is now 
being planned to meet the necessities of 
their constantly growing business. 








Federal Trade Commission Alleges 
Misrepresentation in Sale of 
Fountain Pens 


WASHINGTON, D. C., May 14.—Mis- 
representation in the sale of fountain 
pens is charged by the Federal Trade 
Commission in a complaint issued 
against James Kelley, of Providence, 
R. I. According to the complaint, Kelley 
conducts a mail order jobbing business 
and advertises to secure trade. Among 
the counts recited in the Commission’s 
complaint are simulation of a competi- 
tor’s product, fictitious price-marking, 
misbranding as “iridium” and “14K” 
and misrepresentation as a manufac- 
turer. 

The complaint charges that Kelley 
uses the name “Waterson” on the pens 
sold by him to convey the impression 
that the pens are the product manu- 
factured by the L. E. Waterman Co., of 
New York city. The complaint also 
alleges that the barrel lever and cap 
clips of the pens sold by Kelley simu- 
late similar parts of the genuine Water- 
man pen. With reference to the mater- 
ials used, the Commission’s complaint 
charges that the pen points are not 
tipped with iridium as represented and 
that the pens, points and mountings 
represented as “14K” are of so-called 
“goldine” or brass thinly gold plated or 
thinly coated with gold wash. 








Man Suspected of Shooting Toledo, 
Ohio, Diamond Merchant Arrested 
in New York 


ToLEDO, OHIO, May 9.—In a sensa- 
tional holdup accomplished by two 
bandits last Tuesday afternoon, Karl R. 
Irwin, diamond merchant with an office 
on the 10th floor of the Second National 
Bank Building, Madison Ave. and Sum- 
mit St., this city, was shot and severely 
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wounded. Mr. Irwin, who is 60 years 
of age, was immediately rushed to the 
Mercy Hospital with two gun wounds 
in his head, but according to surgeons 
has a fine chance of recovery. 

From information gathered by the 
police, it is understood that the thugs 
apparently entered Mr. Irwin’s Office 
some time during the night or before 
the diamond dealer arrived at 9 o’clock 
Tuesday morning. He was surprised by 
the thieves, and after the aged diamond 
man was heard to plead with his assail- 
ants three shots were fired. Before losing 
consciousness the jeweler stated that he 
had offered no resistance, but had been 
shot when he opened the door of the 
closet to hang up his coat. Following 
the firing of the shots, two men rushed 
into the hall and dashed down the stairs. 
They were pursued by another tenant 
of the building, but finally made their 
escape. 





Following the holdup and shooting of 
Karl R. Irwin, a Toledo, Ohio, diamond 
merchant, the Pinkerton National De- 
tective Agency started a nation-wide 
search for the bandits who made their 
escape from the Second National Bank 
building, where their victim’s office is 
located. 

Last Tuesday Pinkerton operatives, 
in company with several New York de- 
tectives, arrested a man in the Grand 
Central Terminal, New York, who is 
charged with taking part in the shoot- 
ing. The prisoner is said to be an ex- 
convict, and is being held as a fugitive 
from Toledo. Upon being searched, the 
man is claimed to have had a ticket for 
Los Angeles in his possession. 








New Organization Formed in New 
York Adopts Constitution and 
Elects Officers 


At the second organization meeting of 
a new club formed among members in 
the jewelry trade in New York city for 
social purposes, a constitution was ap- 
proved and a slate of officers selected for 
1929-1930. A name for the organization 
will be chosen shortly by a group of 
members designated for the work and 
offered for the approval of the club. 

The officers elected are: Isadore Sha- 
piro, of L. Heller & Son, president; 
Henry Margolies, of Ansen & Co., vice- 
president; Irving Kasoyd, of Jerome 
Richheimer, treasurer; Ben Gould, of 
H. & E. O. Belais, recording secretary; 
Sam Eisenstadt, of Charles Marx, cor- 
responding secretary; Will Alsitzer, of 
Rosenberg-Kolbe Corp., historian and 
publicity director; and Leo Nessel, of 
Wolfsheim & Sachs, sergeant-at-arms. 
Those on the constitutional committee 
are Sam Eisenstadt, Al Alsitzer, Irving 
Kasoyd and Will Alsitzer. 

Now that the preliminary steps of or- 
ganization have been completed, the 
group expects to commence its activities 
at once. The next meeting will be held 
on Monday evening, May 20, probably 
at the Hotel Wentworth, 59 W. 47th St. 
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Pacific Coast Jewelers to Hold Meet. 
ing and Golf Tournament June 
14, 15 and 16 


SAN FRANCISCO, May 11.—Represen- 
tatives of the National Jewelers Board 
of Trade and the Wholesale Jewelers 
and Silversmiths Association are to hold 
a joint meeting at Hotel Del Monte on 
June 14, 15 and 16. About 25 wholesale 
jewelers and manufacturers’ agents 
from Los Angeles and about the same 
number from San Francisco are ex- 
pected to be in attendance and it js 
hoped that representatives of the whole- 
sale trade from Portland and Seattle 
will also be present, according to A. VY. 
Davidson, western manager, National 
Jewelers Board of Trade. 

Edward V. Saunders, Coast manager 
of the International Silver Co., who is 
visiting part of his territory, will pre- 
side at the joint meeting, one feature 
of which will be a golf tournament. 
Lonnie Carrau of Carrau & Green, San 
Francisco, is arranging for the tourna- 
ment in cooperation with J. D. Bridges 
and J. A. Apffel who are taking care of 
the Los Angeles arrangements. There 
will be a banquet on Saturday night. 
P. A. Rowe, vice-president of A. I. Hall 
& Son, now visiting Los Angeles is 
working for the success of the meeting. 








Business Records 


Ewert E. Russell, Altus, Okla., is in 
bankruptcy. 

Jesse L. Klitsner, Madison, Wis., is 
reported to be in bankruptcy. 

Joseph Downs, Jr., Buffalo, N. Y., has 
filed a voluntary petition in bankruptcy. 

The Alvin Jewelry Co., Dallas, Tex., 
has filed a voluntary petition in bank- 
ruptcy. 

The Peoples Trust & Savings Bank 
has been appointed receiver for Sass & 
Lindewald, LaPorte, Ind. 

Edwin J. Merkley, Jasper, Ind., has 
assigned for the benefit. of creditors. 
Assets are given as $14,000 and liabili- 
ties $22,000. 

The Joseph Catlow Co., Providence, 
R. I., has filed a voluntary petition in 
bankruptcy. Assets are given as $25,- 
050, and liabilities $45,600. 

The Shaw-Hayden Jewelry Shoppe, 
Cleveland, Ohio, has filed a voluntary 
petition in bankruptcy. Assets are said 
to total $3,921, while the liabilities are 
estimated at about $3,000. 

An involuntary petition in bankruptcy 
has been filed against L. Von Oven & 
Co., Detroit, Mich. The assets have 
been sold for $1,900, in addition to 
which there are accounts receivable of 
about $3,000, for which an offer of $600 
has been submitted. 

Eldridge Bros., of 17 N. State St. 
Chicago, have assigned to R. M. Me- 
Connell. The assets amount to a little 
less than $1,000, while the liabilities 
amount to about $4,000. Arrangements 
are being made to pay $100 monthly 
pro rated among creditors. This con- 
cern anticipates getting a new location 
and continuing in business. 
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Selling Gifts in the Modern Way 


Homelike Atmosphere of This Colonial Gift Cottage and Unfaling Courtesy 


Marvin’s Jewelry and Gift Shop, 16 W. Huron St., 
Pontiac, Mich., and that it is attracting public at- 
tention and increasing the sales of the establishment is 
not to be wondered at since a visitor to the store is at 
once attracted by the unique arrangement and the excel- 


T HE gift department illustrated herewith is that of 


lent stock carried. 

In describing his venture in 
the gift field, George W. Mar- 
vin, proprietor, told a reporter 
for THE JEWELERS’ CIRCULAR 
that when he planned to open 
his department on Dec. 1, 1928, 
he resolved to have something 
different from other stores. To 
start with, instead of just or- 
dinary fixtures of mahogany 
or walnut, he had them made 
of oak, with a -special light 
finish in order to avoid the 
somber appearance of many 
stores. This makes the depart- 
ment much more attractive and 
homelike, and the idea of re- 
producing a colonial cottage 
within the store in which to 
house the gift department com- 
pleted the effect most attrac- 
tively. The gifts are arranged 
as they are intended to appear 
in the homes of the purchasers 
and the buyer is thus able to 
get a clear picture of how the 
article will look in the home. 

The store has two modern 
windows, which are changed at 


Invites Many Purchasers 


in the colonial cottage 





The Colonial Cottage as seen from the front of the store 





The entrance to the Cottage bids you welcome 


least once a week, and oftener if the occasion warrants, 
and are often used to call attention to the latest offerings 


gift department. A_ limited 


amount of price tags are used on the goods displayed, and 
much emphasis is placed on window display as a means 
of advertising the merchandise. 


Mr. Marvin states that 
he has found a great many 
jewelers who are reluctant to 
spend money on their window 
displays but, in his opinion, in 
this they make a big mistake. 

In his advertising campaign 
he uses space in his local paper 
once a week and also a curtain 
ad in one of the theaters. No 
trays are used in showing 
goods, because of the individ- 
uality of the merchandise. The 
articles are placed in separate 
cases, which, in Mr. Marvin’s 
opinion, is a better method of 
display. In wrapping  pur- 
chasers’ packages, Mr. Marvin 
uses high-grade imported 
paper. While it is a little more 
expensive, he has found that 
when the gift is delivered it 
creates a better impression, and 
reflects the atmosphere of a 
high-grade establishment, and 
not a five and ten cent store; 
all of which is, of course, ap- 
preciated by the customer and 
is excellent advertising. 

The arrangement of the gift 
tables is changed frequently, 
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thus creating a change in the appearance of the interior 
of his colonial cottage as often as possible. A line of 
gifts ranging in price from $1.50 to $15 is carried and, 
in Mr. Marvin’s opinion, pewter will become one of the 
best selling items. In order to make a success in handling 
this class of merchandise the salesman, he says, must 
understand the historic and romantic part pewter has 
played in times gone by. The department is also stocked 
with pottery, glass, small lamps and other articles of high 





Homelike atmosphere of this open fireplace adds charm 
and offers excellent display facilities 


grade and fine workmanship, which are selected with the 
aim in view of attracting discriminating purchasers. 

There are no high-pressure methods used in selling, and 
no attempt is made at any time to force the purchase of an 
article which may not be just what the prospective buyer 
desires. As a result of this policy there are no customers 
who later on are dissatisfied with their purchases. It is 
the policy of the store to treat everyone with courtesy, 
whether he or she buys or not, and to create a homelike 
atmosphere, which makes the visitor feel at ease at all 
times. Mr. Marvin believes that if a customer calls and is 
made to feel welcome and is shown every consideration, 
that, whether a purchase is made or not, the impression 
created will result in other calls from that customer and 
from her friends, and that in the long run much more 
business comes to the store than would result if a high- 
pressure salesmanship campaign were carried on, which 
might perhaps force a sale but which would be sure to 
make the visitor feel uncomfortable and discourage a 
second call. In other words, the business is conducted as 
a friendly, legitimate business should be conducted, giving 
service and full value in goods sold. 

A great deal of attention is paid to the arrangement of 
the gift department, and the colonial cottage at the rear 
of the store is used to the best advantage. It contains one 
large room, 20 by 23 feet, and presents a most pleasing 
appearance from the front of the store. During the winter 
months Mr. Marvin uses artificial snow on the roof of the 
cottage, which gives it a seasonable appearance, and in 
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the summer months it is arranged to carry out the seasonal 
spirit. 





Looking Ahead to the Gift Shows 


HE Pacific Coast Gift and Art Show will be held at 
the Palace Hotel, San Francisco, July 8-13. 

August 26 to 31 have been selected as the dates for the 
National Gift and Art Association Show in Philadelphia 
at the Adelphia Hotel. 

The Manufacturers and Importers and the Retailers and 
Buyers Association has decided to meet the constantly in- 
creasing demand for more space by opening the sixth 
floor, and this year’s show will have five floors at the 
Adelphia Hotel instead of four as formerly. 

The New York Show of the association, founded to fulfill 
the need of a show convenient to the New York metropoli- 
tan district, is scheduled for Sept. 9 to 13 at the Imperial 
Hotel. 

The Boston fall show of the association will be held 
Sept. 16 to 21, at the Parker House. 

The season between shows this year has been a par- 
ticularly active one, and many very attractive values 
are appearing on the market. The Boston Show for the 
first time is a full exhibit of the National Association and 
it is expected that it will meet with considerable favor. 
An interesting program is being arranged for the many 
retailers and buyers of New England who are expected 
to attend. 





An inviting corner of the Gift Cottage Porch 
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Imported Moorish leather 

hinged picture frame, with 

hand tooling in gold in vari- 

ous sizes and assorted colors. 

From Moroccan Importing 

Corporation, 225 Fifth Ave., 
New York 





This dictionary is hand 
bound in pin Morocco 
leather in red, green, 
brown, blue, etc., gold 
tooled and stamped and 
lined with silk moire. 
From Freeman-Seldon, 
Inc., 171 Madison Ave., 
New York 














Below—“Make-up” or utility box, richly decor- 

ated with old print on cover and mirror inside. 

Has compartments for various sizes of cosmetic 
jars and bottles 
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Reproductions of famous “White Friars’ 

glass. Compote, sugar bowl and creamer 

in Manheim blues, gold, ruby and rock 

crystal. Imported by F. Pavel, 15 West 
37th St., New York 


Pitcher and hot water pitcher of the 

famous Just Andersen untarnishable 

pewter. Imported by the Mandix Co., 
Inc., 381 Fifth Ave., New York 
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Diller & Tornoe, 225 Fifth Ave., 

New York, are showing this grace- 

ful hand hammered candy jar of 
untarnishable Danish Pewter 





This bear cub in caricature sits 
in front of a glass ball which 
serves as a cigarette rest and 
ash tray. From Frankart, Inc., 
225 Fifth Ave., New York 


Chinese lamp, 
opaque glass figure, 
bronze base with silk 
shade. Base also 
comes in jade, rose 
quartz and other 
stones. From China 
Commercial Co., 225 
Fifth: Ave, New 
York 
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Envelope billfold or cigar- 
ette case of fine gold tool- 
ing on orange, blue or red 
goatskin. From G. dH. 
Barrel & Co., 88 Broad St., 
Boston, Mass. 


Below—A group of figures in hand carved 

Castellina marble from the showrooms of 

Ferdinand Bing & Co.’s successors, 67 Irv- 
ing Place, New York 
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Now Is the Time to Show a Full and ! 
Complete Line of ““Keep Kool’ Items 
Our Large And Varied Line Of These Will 
Enable You To Select For Your Customers 
The Most Up-to-Date And Original Articles 
In The Market Today. 
Write us at once for our catalogue of 
“Keep Kool’ products, as we manu- 
facture the largest line of Ice Tongs, 
Ice Tubs, Beverage Sets and Beverage 
Servers. 
¢ 
2108 Ice Bucket, Drainer and d 
“‘Corinthian’’ Design Tongs 
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Selling ‘Perfumes 


in the Jewelry Store 


An address by Joseph Stein, vice-president of the 
Stein & Ellbogen Co., Chicago, before the 
recent Convention of the Michigan 
Retail Jewelers Association at 


Grand Rapids. 


for more luxuries, such as automobiles, radios, and 

better dwelling places, is a most natural and com- 
mendable one. In the first place, it is entirely American. 
It makes for better citizens and better men and women. 
However, it does demand a constantly increasing income 
for all of us. 

In consequence, we must increase the profits of our 
business. Decreasing overhead is almost impossible, ex- 
cept at the expense of sales volume and future profits. 
Our only solution, therefore, is an increase in volume with 
the lowest possible increased expense, so that the increased 
volume may be turned into profit at the earliest possible 
date. 

Our own experience has proved to us conclusively that 
by far the most economical means of increasing profits 
is by the addition of salable lines, rather than by in- 
creased advertising or promotional work. This duplicates 
the experience of our customers who have repeatedly told 
us the same thing. By the addition of salable items, they 
are able to increase their volume without increasing rent, 
expense and other overhead. Our problems are no dif- 
ferent than yours, except in their proportions, and we are 
constantly in search of new lines that will meet with the 
acceptance of our present customers and bring new and 
desirable trade to our doors. 

In looking over the field for items that will fit in the 
jewelry store, we are, of necessity, limited to those which 
will enhance rather than detract from the prestige which 
the jewelry store now enjoys. Probably most of us are too 
close to our own business to realize how great that prestige 
is. It has been built up through centuries. It found its 
source in such great artists as Leonardo da Vinci and 
Benvenuto Cellini. 

In the early days, the jeweler was probably the only 
tradesman that was ever admitted to court circles, which 
was, of course, because of his artistic ability. This high 
standing which those great artists established has gone 
down through the years, and today the jewelry store oc- 
cupies an enviable position in every community, and so 
I say again, that that which is added to the jeweler’s line 
must be chosen with the utmost care so that it will not in 
any way damage that standing. 

Perfumes and cosmetics rank today with the items which 
Produce the greatest volume of retail sales. They are 
exceeded only by automobiles and clothing, both of which 
obviously eliminate themselves from the jeweler’s field. 
It is impossible to get exact figures on the volume in this 
line. It was estimated for 1928 by different experts, in- 
cluding the United States Government Bureaus, anywhere 
from four hundred million to a billion and a half. 


T ee increasing demand for better living conditions, 
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One thing is cer- 
tain, and that is 
there are very few 
of the gentler sex 
who do not use per- 
fumes and cosmetics in one form or another. Another 
is that in a case of stringency in the family pocket-book, 
we can safely say that these articles which are so necessary 
to the appearance of the women of today are surely one of — 
the last things she will give up. So much for their 
salability. . .. 

Now—as to their fitness for the jewelry store.... Fine 
French perfumes are used by the most exclusive trade 
in your community. The same woman who recognizes 
and buys fine jewelry buys fine perfume. As long as the 
merchandise you stock is of an exclusive character, there 
is no reason why that woman should not actually prefer to 
buy it in the jewelry store where she has pleasant sur- 
roundings, an air of luxury about her, and careful, per- 
sonal attention to her wants. Any woman receiving a gift 
of a bottle of perfume will place a far greater value on 
that gift when it comes from the jewelry store than she 
would when it comes from a corner drug store or from 
any other store in your town. Every woman is interested 
in a new perfume that may be a little different from any- 
thing she has tried before. The recommendation of the 
jeweler arouses her curiosity sufficiently to make her 
want to go in and try that perfume. 

A good perfume offers an opportunity to telephone every 
customer on your books, and you will be surprised at the 
number of women who will respond to a suggestion of 
something different in this field. If its quality is such 
as to appeal to her, not only has a sale been immediately 
consummated, but there has been a repeat business estab- 
lished that brings her back over and over again—that 
makes her tell her friends about this new perfume which is 
only obtainable in the jewelry store. 

While women shop only occasionally for jewelry, they 
are constantly shopping for new ideas in perfumes and 
cosmetics with the result that the jeweler increases the 
number of people coming into his store with a possi- 
bility for greater sales in strictly jewelry items and 
without appreciably increasing his overhead. 

Another advantage is that the initial investment in a 
line of perfumes is comparatively small. One hundred and 
fifty dollars will put in a representative line of fine per- 
fumes. There is no loss through deterioration, as prac- 
tically every reputable manufacturer of high class per- 
fumes guarantees his product against leakage and will 
renew any packages that may become shopworn. It is 
also customary to exchange the sizes so that if one modu- 
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For your very best clientele 


Recast Goblet HAWKES 
$600.00 _— dozen Net ROCK 
eee CRYSTAL 











MART hostesses .. . 

your most fashionable 

patrons, will take to 
this crystal. Evident proof 
in the constantly growing 
popularity of HAWKES 
ROCK CRYSTAL among 
fashionable jewelers’ pa- 
trons. Meet this new de- 
mand of your best patrons. 
Goblets up from $14.50 per 
dozen net. Other items, 
other prices . . . covering 
a wide selection both ways. 


T. G. HAWKES & CO. 


Glass Manufacturers 


CORNING, N. Y. 


Pacific Coast Office 
140 Geary St. New York Office 


San Francisco 542 Fifth Avenue 
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Polished Crystal 


Tableware of Refinement 


veg ( YUR “Simplicity” 
y pattern combines 
attractive cutting, 
grace of outline and 
reasonable price, 
making a _ popular 
and ready seller for 
your Glassware De- 
partment.. 


A trial order will 
convince you that 
“Old Morgantown” 
Glassware SELLS. 


Goblet 
Simplicity 


Economy Glass Co. 
Morgantown . . . W. Va. 


Our representatives cover 
the country. 






































not an easy one. 


ness paper. 


In Business for What? 


You are in the Jewelry business for but one purpose, and 
that is to successfully distribute more jewelry of all kinds— 
and at a PROFIT to yourself. 


The road to success in the retail jewelry business today is 
It cannot be traveled alone. 
the help, counsel, and the guiding hand of a fearless busi- 


THE JEWELERS’ CircuLar, “The Weekly Which Renders 
Great Service,” free from any entangling trade alliances. 


It requires 
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lation or one size sells better than another, it can be ex- 
changed for modulations or sizes that happen to be more 
popular in each particular community. A good perfume 
enjoys its popularity over a long period of years, and 
there is practically no danger of dead stock because of 
style change. 

Our experience thus far has fully substantiated our 
theories in regard to perfumes as a logical item for the 
jewelry store. We made our experiments in communities 
where we felt we have the least chance of success. We 
started our experimental work in August of last year, 
and it was not until Jan. 1 that we fully determined to 
offer perfumes to the jewelry trade. 

The results have been most gratifying, and there is no 
longer a question but what perfumes and cosmetics can, 
with a minimum amount of promotional work and ad- 
vertising, be successfully and profitably marketed in the 
jewelry store. 

One word of caution: You cannot market every make 
of watch in your store. Every watch that is made is not 
adaptable to your trade. Neither is every line of jewelry. 
Don’t forget that the same thing is true of perfumes and 
cosmetics, and that you must select the line you are 
going to carry with the same care and consideration that 
you put on your other lines. 

Cheap perfumes and cheap cosmetics have no more place 
in the jewelry store than have cheap watches or 10-cent 
jewelry. The line you finally decide on should, in the first 
place, be of fine quality. It should have a name that is 
known to at least that upper strata of fashionable women 
that dictate style in this country. It should be nationally 
advertised, but with a limited distribution, and be re- 
stricted to one store, at least, to stores of the same 
standing, as your own. 

It is unquestionably an advantage to have a line that 
cannot be obtained elsewhere in your community or from 
a mail order catalog, so in order to buy it, a woman 
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has to come to your store to get it. This not only insures 
bringing additional customers to your store, but it also 
makes certain that most important factor of price main- 
tenance. It would be folly to have a line on which the 
corner drug store could cut the price as soon as you had 
featured it and built up a business on it. It should be a 
line that offers display advertising and advertising helps, 
which are necessary to introduce any new line, and the 
expense of which would be out of proportion to your 
initial stock, were it not furnished by the manufacturer, 
free of cost. 

The volume of business in the jewelry store is being 
reduced, due to the fact that the drug store, the hardware 
store and other stores in our communities have been add- 
ing items that formerly were sold only in the jewelry 
store. 

For our own protection—in fact, for our own very 
existence—we are forced to look outside for items other 
than those which we have already sold and if, in so doing, 
we tread on the toes of some of these stores that have 
not hesitated to trespass on our preserves, we cannot be 
accused of doing anything more than protecting our own 
best interests. 

To add a line merely to avenge ourselves on our com- 
petitor would not be good business. However, to add lines 
which we feel are productive of increased volume, is noth- 
ing more than a reasonable procedure, and we should not 
be deterred from this course merely because they happen 
to be lines carried by our competitors in other fields. 

If there are any questions in regard to perfumes or 
cosmetics, I will be very glad to answer them, so far as it 
lies within my power to do so. 

In closing, I wish to again state that, in my opinion, the 
way to increase volume and, incidentally, profits, is through 
the addition of lines, and my suggestion is to make it a 
fine perfume line and then follow it up later on with a 
complete line of cosmetics. 











How the Show Window 


HERE seems to be three or four different things 

which are particularly effective in attracting atten- 
tion to show windows and which are, therefore, especially 
helpful to the jewelry store gift department in selling 
more goods. One of these is to have a particularly color- 
ful dispay; another is to have some sort of action in the 
windows and a third is to have unusual lighting effects. 


ND a particularly unusual sort of lighting effect 

which is bound to get a lot of attention and create 
a lot of comment, which is, therefore, certain to help 
the gift department considerably in selling more goods, 
Ils to have a display with lighted candles some evening. 
The candles used for the display should, of course, be 
of the long-burning type and, naturally, they should be 
comparatively inexpensive. It would naturally be rather 
foolish to use any particularly elaborate candles in this 


Can Build Gift Sales 


way as it would be the same thing as burning up money. 


F the gift department can secure some inexpensive 

long-burning candle and can call attention to the fact 
that it is such a long-burning type and if it can ask the 
people of the city and territory to come to the store and 
notice how long the candle burns, then the gift department 
will have something which will be certain to serve very 
effectively in drawing more people to the store. 


ND in connection with such an unusual and interest- 

ing window display it would be a splendid plan for 
the gift department of the store to stage a “Candle Week” 
during which candles would be extensively featured and 
during which special offers on candles would make many 
folks feel like stocking up on them for months to come. 
Try this plan and see how it helps you get more business. 
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Sundials, Watches and (hronometers 


By Carl W. Mitman 


Curator, Division of Mineral and Mechanical Technology, Smithsonian Institution, Washington, D. C. 


(Continued from issue of May 9) 


ye of the most interesting of these 
had water dropping from the eyes of 
a figure into a funnel whence it was 
conveyed to a vertical cylinder open at 
the top. As the water rose in the 
cylinder it raised a float with a vertical 
rod attached to its center at the upper 
end of which appeared a second figure 
carrying a wand which pointed to the 
hours inscribed on a column. 

Attached to the lower end of the 
cylinder was a small, inverted U-shaped 
tube, the curve of the U being at a 
point near the top of the open cylinder. 
As the water rose in the cylinder it 
rose also in one leg of the U tube until 
it reached the top, then passed over 
the crest of the U and immediately acted 
as a siphon and automatically emptied 
the cylinder. This dropped the float to 
the bottom ready for another upward 
journey. The water as it flowed from 
the U tube, fell into a metal drum 
divided radially into compartments, and 
as each compartment was filled with 
water its weight caused the drum to 
revolve. Through a system of gears 
the drum caused the vertical column on 
which the hours were marked to revolve, 
the hours being engraved in slanting 
lines to correspond to the varying length 
of the days in the year. By this means 
the column was automatically adjusted 
to the position required for the correct 
record of each succeeding day. 


#2 is said that Plato introduced clep- 
sydre into Greece and, in addition, in- 
vented a clepsydra that played certain 
sounds upon flutes, thus announcing the 
hours of the night when they could not 
be seen on the index of the instrument. 
Rome first began using clepsydre about 
157 B. C., they having been introduced 
by one Scipio Nasica, and by command 


of Pompey their use was required in 
the Roman courts to regulate the 
lawyers in their pleadings. “This,” says 
an ancient, writer, “was to prevent 
babbling; and such as spake ought to 
be brief in their speeches.” The par- 
ticular type of clepsydra used, from all 
accounts, was not unlike a sand glass 
and had to be inverted periodically by 








A Tribute to Horology 


This article was written by a profes- 
sional mining engineer who has no con- 
nection whatever with the jewelry trade 
but is deeply appreciative of the mechan- 
ical ingenuity expressed in time-keeping 
devices and has under his care upward 
of 500 time-keeping mechanisms compos- 
ing the collections in the National Mu- 
seum. Mr. Mitman has been an active 
member of the Advisory Council of the 
Horological Institute of America since its 
founding eight years ago. 








an attendant. The story is told that 
the suggestion was made to an uninter- 
esting lawyer, who had the floor and 
through the course of his harangue was 
continuously taking swallows of water, 
that it would be a relief both to him- 
self and to the court if he were to drink 
each time out of the clepsydra itself. 
As time went on, clepsydre were 
given added features such as inclosing 
the mechanisms in beautiful cases and 
causing’ them to strike the hours. About 
800 A. D. Haroun-al-Raschid, caliph of 
Bagdad, sent a most intricate timepiece 
to Emperor Charlemagne. By some 
authorities this mechanism is thought to 
be the first clock operated by weights, 


but others are convinced that it was a 
mechanism worked by water. The dial 
was composed of 12 small doors, three 
on each side of a square box, which 
represented the division of the hours. 
Every hour a door opened and out of it 
came one, two, or up to 12 little balls, 
depending upon what o’clock it was, 
which fell one by one at equal intervals 
into a brass bowl. Time could thus be 
told by counting the number of doors 
that were open or by listening and 
counting the strokes as each little ball 
hit the bowl. At 12 o’clock 12 miniature 
horsemen came out of the clock housing 
and marched around the four sides, shut- 
ting all of the doors. 


HUS far, a thousand years had 

elapsed since the introduction of the 
clepsydra, and we might, therefore, ex- 
pect to find some other improved form of 
timekeeper appearing on the horizon. 
Diligent search has failed to reveal any- 
thing even approximating a mechanism 
involving principles other than that of 
the clepsydra. As a matter of fact, from 
the 10th to the 15th and 16th and even 
into the 17th century, clepsydrae were 
the common timepieces of the world. 
They existed in Italy, in France, in En- 
gland and central Europe, and while 
they varied in construction details, their 
principle was the same. 

A form of timekeeper did appear 
which possessed certain inherent fea- 
tures that were an improvement over 
the clepsydra. It did not wholly sup- 
plant the clepsydra, however, and was 
used more especially to augment the lat- 
ter. This was the sandglass. Its dis- 
tinctive advantages over the former 
were that once made it needed no 
further attention, while the clepsydra 
had to have its supply of water replen- 
ished periodically; the sandglass worked 
just as well the year round, whereas the 
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‘‘We wish to express our keen appreciation of 
the manner in which you handled our recent 
order. Our ordering 10K White Gold was a 
typographical error which slipped by in the 
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we had ordered—facilitated matters greatly for 
us. We will send you quite a lot of sweeps in 
the next few days.” 
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water for the clepsydra was likely to 
freeze in winter; furthermore, the sand- 
glass could be made smaller and, there- 
fore, was more portable. When it first 
made its appearance is a matter of con- 
jecture. By some investigators it is 
thought to be as old as the clepsydra, by 
others it is believed to have been intro- 
duced about 300 A. D. One thing must 
be said about it however, and that is 
that it is still in active service whereas 
the clepsydra has been’ universally 
shelved. 


HE simplicity of the sandglass ap- 

parently gave no incentive to the me- 
chanical craftsman to spend very much 
time in the construction of elaborate 
ease work to inclose it, as was done for 
the clepsydra, but he did experiment 
with making it indicate various lengths 
of time. The most prevalent length was 
the hour, and even today the sandglass 
is most commonly spoken of as the hour 
glass. There were made, however, 15, 
30 and 45 minute glasses, respectively, 
also 20 minute glasses, two minute 
glasses, and in the British Navy in the 
early days of the 18th century, there 
was used a 28 second sandglass to assist 
in determining the speed of a vessel. 
“The log line was divided by knots at 
intervals of 47 feet three inches and 
this distance would go in a nautical mile 
as many times as 28 seconds would go 
into an hour. When the line was thrown 
overboard the mariner counted the num- 
ber of knots slipping through his fin- 
gers while his eyes were fastened on the 
tiny emptying sandglass and in this way 
so many ‘knots’ an hour denoted the 
ship’s speed in miles.” 

Interspersed with the more or less 
universal use throughout early civiliza- 
tions of the sundial, clepsydra and hour- 
glass, there were innumerable methods 
of measuring time intervals devised and 
used locally in many quarters. Thus 
there is described as originating in the 
Orient a method which is said to ante- 
date in point of use even the sundial. 
This was the use of rope, knotted at 
regular intervals, which was lighted at 
one end and allowed to smoulder. 

King Alfred, when a fugitive in his 
own country, swore that if he should 
ever be restored to his kingdom again he 
would devote one-third of his time to 
the service of God. He afterward ful- 
filled this vow by appropriating eight 
hours of the day to acts of religion, 
eight hours to public business, and the 
remaining eight hours to study, refresh- 
ment and sleep. To correctly divide his 
time he secured 72 pennyweights of wax 
which he had made up into six candles, 
each 12 inches long, with the divisions 
of inches distinctly marked on them. 
Lighted, these candles burned four hours 
each at the rate of one inch every 20 
minutes, thus six candles lasted 24 hours. 

A much more recent use of burning 
candles to mark time was that by the 
auctioneer of Colonial times. He used 
an ordinary candle and when an object 
was put up for sale, before starting to 
auction it a pin was stuck into the side 
of the candle some distance below the 
end of the wick. The man whose bid 
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was highest when the flame reached the 
pin received the object. 


TILL another primitive timekeeper 

was the oil lamp clock. This con- 
sisted of a reservoir for oil made of 
glass, graduated into equal divisions. As 
the lamp burned, the oil was gradually 
consumed and as its level dropped in the 
reservoir time was indicated by the 
graduations. 

In South Africa habitual betel chew- 
ers made dates “so many chews hence.” 

When we look at our modern watches 
and clocks we realize that something 
happened at some time in the past which 
enables us to carry an extremely accu- 
rate time measurer instead of an hour 
glass. We know that the first step to 
bring about this change was the substi- 
tution of suspended weights for water 
to move the toothed wheels, but we do 
not know who did it or when. Stories 
are numerous telling of weight-driven 
clocks made as far back as 200 B. C., 
when Archimedes is said to have made 
one, but the facts presented have never 
withstood the close scrutiny of modern 
investigators. One reason why these 
stories were believed for such a long 
period of time was the fact that in the 
majority of cases the mechanisms were 
made by priests. It will be recalled that 
it was in the priesthood that practically 
all scientific investigation and invention 
originated and were continued even 
through the period of the Dark Ages. 

The rules laid down for the priests of 
the early Christian churches were ex- 
tremely rigid, particularly as to the time 
of prayer, and it is not difficult to sup- 
pose that during their idle hours some 
of the monks, at least, endeavored to de- 
vise accurate means of indicating the 
hours for prayer. Gerbert, a Benedictine 
monk of Fleury, France, afterwards 
Pope Sylvester II, is said to have devised 
a weight-driven wheel clock about the 
year 1000 A. D., and Pacificus, arch 
deacon of Verona, who died in the mid- 
dle of the ninth century, is said to have 
invented a clock which some authorities 
believe was furnished with an escape- 
ment. - Gerbert’s clock is also said to 
have had an escapement, but no proof 
exists of any escapement having been 
constructed for over two centuries 
after Gerbert’s time. 


NOTHER reason for all of these un- 
substantiated stories coming to light 
is the use in early records of several 
new words which had not appeared in 
Greek, Roman and Egyptian records, 
namely, horologium, orologe, glocio .and 
cloche. The word horologium is now 
thought to have been used to designate 
sundials, clepsydrae, and even hour 
glasses indiscriminately, and glocio or 
cloche signifies a bell which was sounded 
at regular intervals either by hand or 
by a clepsydra. It is interesting to note 
in this connection that our word clock 
is derived from either the Latin, French 
or Teutonic words meaning bell. 

It was not until the middle of the 14th 
century that any mechanisms worthy of 
being called clocks in the modern sense 
came into existence and of which there 
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are authentic data. The earliest of these 
is a clock said to have been made by 
Peter Lightfoot, about 1335, when a 
monk at Glastonbury Abbey in England. 
It was placed in the abbey of the church 
but when Henry VIII dissolved the mon- 
astery the clock was removed to Wells 
Cathedral where parts of it still remain. 
The movement, however, is now in the 
Science Museum in London. The dial is 
about six and a half feet in diameter and 
is mounted in a square frame. It is di- 
vided into 24 parts, representing the 
hours in two series of 12, and instead of 
an hour hand there is a gilt star which 
traverses the dial and indicates the 
hours. The frame and the original 
wheels are made of iron and the frame- 
work is held together by cotter pins. 
There was also a clock installed in 
Dover Castle, England, in 1348 which is 
supposed to be of Swiss manufacture, 
and in 1374 Henry de Vick, of Wurtem- 
burg, Germany, was sent for by Charles 
V, King of France, to build a clock for 
the tower of the Royal Palace in Paris, 
which was finished and put in motion in 
February, 1379. 

In a way, these old clocks can be con- 
sidered as among the world’s wonders 
for they had so many mechanical fea- 
tures which, as far as is known, had 
never before been used in a timekeeper. 
Who invented them nobody knows, but 
one can guess that some monk in his 
lonely habitat in an out of the way 
monastery made the discoveries during 
that awful period in the world’s history 
when chaos reigned and the end of the 
newborn Christianity was thought to 
be at hand. 


E VICK’S clock (this clock is men- 

tioned because there is more infor- 
mation extant concerning it than either 
of the others mentioned) had four fea- 
tures, new at that time, and which, in 
principle, are still used in timekeepers. 
It was driven by a suspended weight; 
it had a train of gears to transmit the 
weight power to the hand; it had an es- 
capement and a balance. Look at a mod- 
ern weight-driven clock and if you do 
not recognize the features yourself a 
jeweler will point out to you that it is 
driven by weights; that it has a train 
of gears; that it has an escapement and 
a balance, the latter in many instances 
being a pendulum. Or look at a watch. 
Its power instead of being the pull of 
weights is the pull of a wound-up spring 
trying to unwind. It has a train of 
gears, an escapement and a balance. Al- 
most six hundred years have elapsed 
since de Vick made his clock for the 
King of France and yet the principle 
involved remains the same but carried 
out in a vastly improved manner. 

One of the first things that strikes the 
attention when looking at a watch move- 
ment is the delicate little wheel with 
tiny screws in its periphery revolving 
rapidly, first in one direction and then 
in the other. De Vick’s clock had a 
similar device but instead of being a 
wheel with screws in its periphery, it 
was a horizontal bar pivoted in the cen- 
ter and having weights of equal size 

(Continued on page 112) 
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Lncompetents Quickly Passing — 


Present Day Demand Is for Personal Efficiency 


Report of Educational Committee, read by Chairman John J. Bowman, (Director Bowman Technical School, Lan- 
Meeting of the Horological Institute of America, held in Washington, D. C. 


caster, Pa.), before the recent Annual 


OW for the eighth time your Edu- 

cational Committee presents an an- 
nual report to the Horological Institute 
of America. The duties of this commit- 
tee each year are to observe conditions 
and events in the field of horological 
education, and from that standpoint to 
make whatever’ suggestions for better- 
ment might be agreed upon by its mem- 
bers. 


The Educational Committee is com- 
posed of representatives of the watch- 
making schools and of other horological 
interests. The contacts of horological 
schools with the trade and its problems 
are very intimate indeed. A school, in 
its employment placement work, deals 
with hundreds of establishments of all 
grades and varieties of requirements 
and this experience renders the judg- 
ment of the school of real value in ques- 
tions affecting the requirements for suc- 
cess of men engaged in horology. When 
the experienced opinions and judgment 
of the leading schools, combined with 
those of other authorities, are brought 
together as they are in the Educational 
Committee, we believe that there is thus 
made available a source of information 
that is as reliable as it is possible to 
have. j 


The first part of this report will be 
to state that the committee’s routine 
work for the year has not been notably 
different from that which was reported 
for previous years. For brevity’s sake 
we will not go into detail, but will say 
that letters requesting information of 
all kinds, from many sources, have been 
replied to by the member of the com- 
mittee best qualified in each case; most 
of these queries have been concerning 
the Institute itself; horological litera- 
ture; horological schools; technical de- 
tails of watch and clock work; and an 
increasing number of questions about 
the origin of old watches and clocks, 
their age and value. In fact, this corre- 
spondence in every one of the classes 
mentioned, increases in volume each 
year, and we believe constitutes an im- 
portant and valuable service of the 
Institute to members of the trade and 
to the public. This brings us now to the 
second and remaining phase of our re- 
port—which undertakes the reporting of 
facts and opinions and _ suggestions 
affecting horological education in the 
United States at this time. 


* * * 


HE condition of the hvrological 
schools as to attendance is general- 
ly satisfactory. There have been no 
inquiries during the past year for 


information about establishing new 
schools. In former years, these were 
quite numerous. In a few of these 
cases, as related in our previous annual 
reports, the school was actually started. 
In most cases, the project was dropped. 
In many the horological course was 
intended to be added to other vocational 
courses under public school administra- 
tion. What discouraged these projects 
was the special intricacy of the work 
to be taught, the comparatively great 
length of time required for courses, and 
the smallness of the employment field 
local to the school in question. The 
Institute through its Educational Com- 
mittee has provided all inquirers with 
the information requested. The idea in 
the minds of some inquirers seemed to 
be that the Institute would furnish 
funds for the endowment of new schools. 
This of course has been impossible. 


What shall next be considered is the 
important question of demand and 
supply in the employment field for 
watchmakers. 

About as far in the past as reliable 
information can be found, there seems 
to have been normally a shortage of 
proficient watchmakers. It might in- 
deed be said that in almost every line 
very good workmen have always been 
searce. But this seemed particularly 
true of watchmakers. Then, about the 
year, 1915, occurred a change which 
suddenly aggravated the scarcity. When 
American industry became so largely 
devoted to manufacturing war material 
for Europe, mechanics of all sorts were 
attracted into that highly paid emer- 
gency work. The peculiar flexibility of 
the mechanical nature of the watch- 
makers’ work made these men especially 
desirable to industrial employers, and so 
many of them quit the watchwork field 
that from that time onward began the 
still-echoing cry about the “scarcity of 
watchmakers.” 


* * * 


HE war emergency in industry ended 

11 years ago. It had prevailed for a 
time long enough to create a great 
disturbance in standards of mechanical 
ability in the watchmakers’ craft, as well 
as in other trades. There was a time 
when it seemed that the only require- 
ments for employment as a machinist 
or a carpenter for example were a suit 
of overalls and a big mouth. There 
was bred then a class of men who ex- 
pected to hold a job without ever having 
learned a trade. The influence of these 
thousands of men accustomed to earn 
good pay without even expecting or 


desiring to “deliver the goods” persisted 
for a long time after incompetency itself 
became out of date. 

But what has taken place in the last 
few years, in watchmaking as in other 
fields, is a return toward normal con- 
ditions which has tended to push out of 
service the incompetents whose palmy 
days were made possible by the war. 
The watchword now for workers in 
general is efficiency in production rather 
than proficiency in bluffing. The times 
call for personal efficiency; this is now 
“the thing”; so that in considering the 
question of whether a scarcity of watch- 
makers exists today, it is unavoidable 
that “what kind of watchmakers?” is 
now involved in the other question. 
There is no information obtainable upon 
this subject in the form of exact figures. 
What must be depended upon is the 
opinion of men engaged in placement 
employment work with watchmakers. 
Whatever conclusion might be reached 
upon the question as it applies to all 
grades of watchmakers, good, bad, and 
indifferent together, it is agreed among 
men who should be competent to judge, 
that a scarcity of good watchmakers 
does exist. So that it is not more “war- 
time quality” workmen, but more good 
watchmakers, that is the need of today. 
This suggests not only that beginners 
devote themselves to a thorough pre- 
paration in order to become successful 
watchmakers, but it also suggests that 
many who are now employed should 
exert themselves to improve their knowl- 
edge and skill. 


* * * 


OROLOGICAL schools all offer spe- 

cial courses of instruction arranged 
to fit the needs of watchmakers who 
desire improvement. One who cannot 
take such instruction can make progress 
toward proficiency by applying to his 
day’s work the knowledge which can be 
gained by thoughtful study of books. 
While it is true that there are not as 
many good books for watchmakers in 
the market as there should be, still there 
are enough of them to be of great help- 
fulness if used assiduously. Descriptive 
price lists of books that are on the 
market now, can be obtained from pub- 
lishers: Keystone Publishing Co., 1505 
Race St., Philadelphia, Pa.; the Jewel- 
ers’ Circular Publishing Co., 239 W. 39th 
St., New York city; Hazlitt & Walker, 
607 S. Dearborn St., Chicago, IIl.; 
Walter Kleinlein, Waltham, Mass.; A. 
G. Thisell, Elgin, Il.; and many jewel- 
ers’ supply houses handle books on 
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watchmaking and can supply price lists 
of what they have in stock. 

It cannot be questioned that great 
changes have taken place in the past 
decade in the jewelry business. Selling 
and repairing watches is so intimate a 
part of the business of almost all jewel- 
ers, that it is appropriate here to discuss 
whether and how any such changes 
might have a bearing upon the work of 
the watchmaker. 

The majority of observers seem to 
agree that tendencies in middle class 
jewelry establishments in recent years 
have been retrograde instead of upward. 
But very encouraging signs of the times 
are that now, instead of supinely drift- 
ing downward, the rank and file of jewel- 
ers, under good leadership, are organized 
and organizing as never before, for the 
purpose of learning what is wrong and 
how to correct it. There is every hope 
that the solution of these problems will 
be found within a reasonable time. 

. + * 

OUR committee realizes that many 

of the trade’s difficulties are in the 
strictly merchandising function. Those 
who have this part of the general prob- 
lem to work out have their hands very 
full indeed. We would certainly not 
presume to step into that field. But 
there is no question whatever that a 
very important phase of the whole prob- 
lem “what is wrong with the jewelry 
business?” has to do with the watch 
repair department, that indispensable 
and fundamentally important part of 
practically every retail jewelry estab- 
lishment. And upon this matter, the 
Educational Committee is qualified to 
speak. 

Never for a moment must it be for- 
gotten that there are here and there 
jewelry businesses which are exceptions 
—which are fine, attractive, prosperous 
establishments to which the question 
“what is wrong” does not apply. 

Even in the midst of so much 
pessimism and lack of progress, we see 
now and then a young man start a 
modest watch repair shop which, right 
under the shadows of older competitors, 
grows into a successful retail jewelry 
store. The history of the development 
of such businesses should furnish valu- 
able help toward finding the answer to 
the big question. Our observation is 
that whatever else contributes to the 
success of these exceptional jewelers, one 
factor that is always present is superior 
watch repair service. So we conclude 
that one of the reasons for the decline 
of selling power in many jewelry stores 
has been neglect of the watch repair 
department. And an important part of 
the remedy which the trade is seeking 
will be to employ better watchmakers, 
for the sake of the reputation-creating, 
sales-building effect which their work 
exerts upon the public. 


S a matter of history there was, as 
before stated, and as a result of 
industrial demoralization during the 
World War, a rather sudden degradation 
of standards of ability of the rank and 
file of watchmakers. In this it is of 
course true that there were exceptions. 
But in a great many cases, discourage- 
ments with incompetent watchmakers 
fostered a tendency for jewelers to neg- 
lect the watch repair department. These 
factors worked together in producing 
bad effects. Upon the public, the lesson 
taught by experiences with low grade 
watch repair service, was naturally to 
discourage the buying of good watches. 
As far as the selling of timepieces goes, 
one of the things so much complained 
about—that the people will buy these 
millions of trashy watches—has been 
actively promoted by neglecting to keep 
up efficient repair service. The watch 
trade has been reaping the harvest of 
that neglect. The obvious remedy is, 
where it has not already been done, to 
restore watch repairing in the fullest 
sense to its old-time important position 
in the jewelry store, for the counter- 
action of the effects of the ten or more 
years of neglect, as well as for future 
betterment. 

It is the utmost in common sense to 
say that the first thing for a jeweler 
to do in setting out to improve the 
standards of his watch repair service, 
is for him to make sure that he knows 
what really is the ability of a first-class 
watchmaker. Some jewelers who take it 
for granted that they do know this are 
really taking too much for granted. It 
is wrong to assume that the standards 
now prevailing in one’s own repair de- 
partment are necessarily good enough. 
The very thing we are talking about is 
standards that have degenerated. This 
implies that there are some whose ideas 
upon this subject must be “revised up- 
ward.” Recently a watchmaking school 
had a student who was continually fret- 
ting about his work—hardly had he 
started a new subject before he began 
to ask “why must I learn this—I don’t 
see why that is necessary,” etc., etc. A 
few months after starting his course 
this student announced that his money 
had run out, and that he must quit school 
and go home. Further the student said 
“Anyhow, Pop thinks you’re just try- 
ing to keep me here to get his money; 
he learned watchmaking in a _ school 
where they put him through in three 
months, when he was young.” Our 
comment is that if Pop himself had 
spent six or eight times as much time 
in school when he started, perhaps 
money wouldn’t be so scarce with him 
right now! Certainly this student’s 
father is an extreme example; but many 
other jewelers give evidence, in varying 
degrees, of the same low conception of 
the ability of watchmakers. 
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.. seems strange indeed to hear ga 
jeweler complaining about degrada- 
tion in his business and at the same 
time arguing in favor of a low standard 
of ability for watchmakers—just like g 
man complaining that his boat is sink. 
ing after himself knocking a hole in its 
bottom! 

Every horological school often has to 
answer this question: “Why must your 
students spend time to learn to make 
parts of watches?” The shortest answer 
is “To give them skill and knowledge 
enough to repair fine watches so that 
they will keep time. Whether the suc- 
cessful watchmaker has to make few or 
many parts, he must have highly de- 
veloped mechanical skill for all that he 
does every minute on the job; and what 
a good school teaches him is just what is 
necessary to give him that much skill. 

A watchmaker cannot make the alter- 
ations so often needed in fitting ready- 
made material in repairing watches, un- 
less he can also make the parts outright. 
An alteration requires the very last 
touch of skill and fine workmanship, to 
equal the original quality of work, and 
the extreme accuracy of fit required for 
good timekeeping. This refinement of 
workmanship cannot be learned except 
by learning to make the acting parts of 
watch mechanism. 

In judging the ability of a watch- 
maker, unless he is certified, it is ad- 
visable to examine specimens of his 
practical work. This should include 
balance staffs, jewel settings, flat steel 
work, hairspring overcoiling, and so on. 
What this examination indicates will be 
a valuable supplement to whatever other 
references are submitted. 

* * * 


E assume that jewelers will agree 

that profits both direct and indirect 
can be made by employing strictly pro- 
ficient watchmakers. We suggest that 
upon the question “What is proficiency 
in a watchmaker?” members of the 
trade will do well to take advantage of 
the judgment and opinion of your Edu- 
cational Committee. This we have en- 
deavored to state in our report, neces- 
sarily very briefly. Should anyone 
desire a fuller discussion of details, 
correspondence with the committee is 
invited. 

So far we have considered the advan- 
tages of high standards of ability for 
watchmakers from the viewpoint of the 
trade. It remains to look at the matter 
through the eyes of the watchmaker 
himself. 

A truly proficient watchmaker, of 
course, makes more money than one who 
is not. He not only produces more 
work, but can do easily a higher type 
of work for which there is a higher rate 
of pay. But whoever knows his own 
human nature realizes that for lasting 
happiness one must seek values which 
are not purchasable with money. And 
of all earthly satisfactions none are as 
enduring as that which is experienced 
every day by the man wha loves his 
work. But the only one who can fully 
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United States Patents 
Issue of May 7, 1929 


1,712,041. WATCH PENDANT. Henry E. 
Hyatt, Singer, La. Filed April 9, 1927. 
Serial 182,421. 2 claims. 

In a device of the class described, a crown 
comprising relatively rotatable inner and 
outer members, a stem threaded into the 
inner of said members, means for mounting 
the stem in the outer of said members for 





sliding move- 


and for 
ment therein, and resilient means for hold- 
ing the rotatable members together with a 
constant pressure, the two aforesaid means 
cooperating to afford a watch pendant which 
is dust proof in both the setting position and 


rotation therewith 


the winding position, said resilient means 
being a spring bow engaged with the outer 
rotatable member. 


1,712,141. FOUNTAIN PEN. RoBeErRT HAm- 
ILTON FOLK, Columbia, S. C. Filed Jan. 
31, 1928. Serial 250,795. 3 claims. 

In a fountain pen, a nib holder, said holder 
being formed with a socket in the upper end 
thereof, a cup shaped member secured in the 
socket, a barrel secured on the upper end of 
the holder, a feeder extending vertically 
through the holder and into said cup shaped 
member, said feeder being provided with an 
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ink conveying channel, an ink containing 
cartridge disposed within the barrel, the ends 
of the cartridge being normally sealed, the 
lower end of the cartridge extending into the 
cup-shaped member and being spaced with 
respect to the bottom thereof to provide an 
ink receiving well that communicates with 
the channel in said feeder, and means car- 
ried by the upper end of the feeder for 
piercing the bottom of the cartridge whereby 
the well will be supplied with ink from the 
cartridge. 


1,711,724. JEWEL AND PIVOT GAUGE 
FOR WATCHMAKERS. CHESTER E. 
DEMING, Orlando, Fla. Filed March 25, 
1926. Serial 97,361. 1 claim. 

A tool for watchmakers comprising a 
straight, tubular shank, one end of the shank 
ing formed with openings extending longi- 





tudinally of the shank and extending to the 
extreme end thereof to thereby provide op- 
Posed resilient jaws, and a centrally per- 
forated jewel permanently mounted between 
Said jaws, the openings permitting the in- 
Spection of a pivot pin inserted through the 
opening in the jewel. 
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1,711,848. CLASP. CHARLES E. HEITKEMPER, 
Portland, Ore. Filed Sept. 28, 1927. 
Serial 222,670. 1 claim. 

In a necklace clasp: a ring; a stem rigidly 
integral with said ring; twin channels oppo- 
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sitely disposed upon said stem to receive 
cord; and a notch connecting said channels 
at the junction of said ring and said stem. 


1,711,985. WATCH BRACELET. Harotp O. 
BigNey, Providence, R. I. Filed Oct. 13, 
1926. Serial 141,315. 2 claims. 

In a watch bracelet wherein there are 
relatively movable tubular segments, the 
combination with such segments, of a resili- 
ent guide strip telescoping the adjacent inner 
ends of such segments and having its ends 








provided with shoulders, and a resilient de- 
pressible bridge with a lug near its mid 
length and shoulders upon opposite sides of 
said lug, the adjacent ends af said segments 
having openings to receive said lug, the 
shoulders of the guide strip engageable with 
the segments and the lug and shoulders of 
the bridge engageable in said openings in the 
segment ends. 


1,712,304. FOUNTAIN PEN. FRANK J. 
KRISTOFEK, St. Paul, Minn., assignor to 
Brown & Bigelow, St. Paul, Minn. Filed 
Aug. 11, 1924. Serial 731,425. 9 claims. 

A fountain pen sack operating unit in- 
cluding, a cylindrical body portion, an oper- 
ating lever pivoted thereto, a sack depressor 
bar extending through said cylindrical body 


' 

4 43 

and flat straight spring means connecting 

said depressor bar with said body in a man- 

ner to permit the same to be operated by 

said operating member to compress the ink 
sack in a fountain pen. 


DESIGNS 
78,494. WATCHCASE BEZEL. ArTHUR W. 
WADSWORTH, Fort Thomas, Ky., as- 
signor to The Wadsworth Watch Case 








ea > 


Co., Dayton, Ky. Filed Feb. 22, 1929. 
Serial 30,173. Term of patent 14 years. 


78,492. WATCHCASE BEZEL. ALBERT V. 
STEGEMAN, JR., Fort Thomas, Ky., as- 


Kim) 


signor to The Wadsworth Watch Case 
Co., Dayton, Ky. Filed Feb. 22, 1929. 
Serial 30,174. Term of patent 14 years. 


78,487. WATCHCASE. Max EvuGene Sco was 
and ALPHONSE WUISCHPARD, New York, 

















r—iil F - s 


CIRCULAR 


111 






soe ee, 












stale Ald aalilatdlal, 














assignors to Hamilton Watch Co., Lan- 





caster, Pa. Filed July 16, 1928. Serial 
27 


,005. Term of patent 3% years. 


78,478. BROOCH OR SIMILAR ARTICLE. 
BeRNAT MECHLOvITs, New York. Filed 





March 5, 1929. 
patent 31% years. 


78,447. WATCHCASE BEZEL. ArtTHuR P. 
CoNANT, Fort Thomas, Ky., assignor to 


Serial 30,328. Term of 





The Wadsworth Watch Case Co., Day- 
ton, Ky. Filed Feb. 22, 1929. Serial 
30,171. Term of patent 14 years. 


United States Trade-Marks 
Issue of May 7, 1929 


The following trade-marks are published 
in compliance with Section 6 of the Act of 
Feb. 20, 1905, as amended March 2, 1907. 
Notice of opposition must be filed within 30 
days of this publication. 

Marks applied for under the 10-year “pro- 
viso” are registrable under the provision 
in Clause (b) of Section 5 of said Act as 
amended Feb. 18, 1911. 

As provided by Section 14 of said Act, a 
fee of $10 must accompany each notice of 
opposition. 


Ser. 279,028. CoHN & ROSENBERGER, INC., 
New York. Filed Feb. 8, 1929. 
For Strings of Pearls, Necklaces, Brace- 
lets, Earrings, Finger Rings, Brooches, Bar 
Pins, and Ornamental Hatpins, and Pins for 


Blue Danube 


Dress Ornaments, Ornamental Pins and 
Buckles for Decorating Hats, Ornamental 
Shoe Buckles, and Hair Ornaments, Such 
Pins, Buckles, and Ornaments being Made 
Wholly or in Part of or Plated with Precious 
Metal. 

Claims use since Jan. 15, 1929. 


Ser. 279,040. H. Goopman & Sons, 
New York. Filed Feb. 8, 1929. 
For Badges, Lapel Buttons, Cuff Links, 
Charms, Pipe Sets—Namely, a Set of Two 
or More Pipes in a Case, One or More Pipes 
with a Cigar or Cigarette Holder, or a Pipe, 
a Cigar or Cigarette Holder, and a Cigar 


GOODY 


and Cigarette Lighter ; Bottle Openers, Collar 
Buttons, Bracelets, Brooches, Necklaces, 
Watch Bracelets, Watch Chains, Fobs, Studs, 
Searf Pins, Key Rings, Buckles for Belts 
and Shoes, Belt Chains, Tie Fasteners, Cigar 


INC., 
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Lighters, Match Cases, Cigarette Cases, 
Lingerie Clasps, Finger Rings, Lockets, 
Rosaries, Harrings, Salt and Pepper Shakers, 
Napkin Rings, Vanity Boxes, Cardcases, 
Tally Holders, All Made of or Plated with 
Precious Metals. 

Claims use since Dec, 21, 1928. 


Ser. 279,047. Max KronstTapT, doing busi- 
ness as Bristol Seamless Ring Co., New 
York. Filed Feb. 8, 1929 


CONTENTMENT 


For Finger Rings. 
Claims use since Feb. 1, 1929. 


Ser. 279,382. GemeEx Co., Newark, N. J. Filed 
Feb. 15, 1929. 
For Watch Bracelets, Watch Straps, Watch 
Attachments—Namely, Watch Chains, Fobs, 
and Charms: Neck Chains, Bracelets, Scarf 


DOLORES 


Pins, Finger Rings, Belt Buckles, Ear Orna- 
ments, Hair Ornaments, All Made of or 
Plated with Precious Metal. 

Claims use since Jan. 26, 1929. 


Ser. 279,384. GpmMEx Co., Newark, N. J. Filed 
Feb. 15, 1929. 


CON®@®UERER 


For Watch Bracelets, Watch Straps, Watch 
Attachments—Namely, Watch Chains, Fobs, 
and Charms; Neck Chains, Bracelets, Scarf 
Pins; Finger Rings, Belt Buckles, Ear Orna- 
ments, Hair Ornaments, All Made of or 
Plated with Precious Metal. 

Claims use since Jan. 26, 1929. 


Ser. 279,476. JEFFREY JEWELRY Co., Chicago 
Filed Feb. 16, 1929. 


AMERICAN GIRL 


For Finger Rings. 
Claims use since Dec. 10, 1928. 


Ser. 281,147. ADOLPH KROENER, 
York. Filed March 22, 1929. 


Inc., New 


For Platinum Bracelets. 
Claims use since Jan. 21, 1929. 


Registrations Not “oe to Opposition 
May 7, 1929 
256,252. 'ToLEpOo WaTcH Co., INc., New York. 
Filed March 8, 1928. Serial 262,825. 


Alkracy 


For Watches, Clocks, and Watch and Clock 
Movements. 
Claims use since Feb. 27, 1928. 


Trade-Mark Registrations Granted 
Issue of May 7, 1929 


FINGER RINGS, WATCH BRACE- 
. LORGNETTE 
CES, PENDANTS, 
CUFF LINKS, BAR PINS, BROOCHES, 
HANDY PINS, VANITY CASES, CIGA- 
RETTE AND CIGAR LIGHTERS, AND 
METAL BAGS, ALL MADE OF OR 
PLATED WITH PRECIOUS METALS. 
MABARDI Mrc. Corp., New York. Filed 
Oct. 15, 1928. Serial 273,826. Published 
Feb. 26, 1929. Class 28. 
256,136. WATCH BRACELETS. 
Co., Newark, N. J. 

Filed Dec. 13, 1928. Serial 276,650. 
lished Feb. 26, 1929. Class 28. 
256,137. WATCH BRACELETS. 

Co., Newark, N. J. 

Filed Dec. 13, 1928. Serial 276,649. 
lished Feb. 26, 1929. Class 28. 
256,138. WATCH BRACELETS. 

Co., Newark, N. J. 

Filed Dec. 13, 1928. Serial 276,648. 
lished Feb. 26, 1929. Class 28. 
256,139. WATCH BRACELETS. 

Co., Newark, N. J. 

Filed Dec. 13, 1928. Serial 276,647. 

lished Feb. 26, 1929. Class 28. 


256,190. 
L 


GEMEX 
Pub- 
GEMEX 
Pub- 
GEMEX 
Pub- 
GEMEX 
Pub- 
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Jewelers’ Merchandising Calendar ; 
(Continued from page 59) 
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which could be moved outward or in- 
ward along the two arms. Just as the 
balance wheel in a watch moves first in 
a clockwise and then in an anti-clock- 
wise direction, so de Vick’s cross bar 
turned first clockwise and then counter- 
clockwise; and just as the modern watch 
is regulated by changing the positions 
of the screws in the periphery of the 
balance wheel, so de Vick’s clock was 
regulated by changing the positions of 
the two weights on the arms of the cross 
bar. Close to and partly under the bal- 
ance wheel of a modern watch can be 
seen a small wheel with queer looking 
teeth moving round in a kind of jerky 
fashion. This is the escape wheel. 
(To be continued) 
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love his work is the master of it. There 
are watchmakers just like that—who 
find in their daily. work an absorbing 
pleasure. Horology is work that is 
worthy of anyone’s study; no craft com- 
prises within itself a wider range of 
mechanical skill and scientific knowl- 
edge. There are plenty of problems in 
horology, still unsolved, to satisfy any 
lover of original research. For the 
good of the community, for the good of 
the trade, and for the good of the watch- 
maker himself, no valid argument can 
be made except for the highest possible 
standard of ability for American watch- 
makers—the standard which the Horo- 
logical Institute of America is doing 
everything within its means to promote. 











The Retail Jewelers’ Advertising 
(Continued from page 57) 








pointedly. “But will you recommend 
also that they drop into a movie on a 
rainy day if they must keep dry. They 
will only be wasting their own time 
then.” 

He arose with a perplexed expression. 

“Sorry,” he said. “But I still think 
it’s high time the merchants started 
giving their advertising men more lati- 
tude and stopped dictating every little 
detail.” 

“So do I.” 


Joseph N. Lapointe, 68, a pioneer in 
the manufacture of broaching machines 
and long connected with the jewelry 
industry, died from a heart attack suf- 
fered during a theater performance at 
New London, Conn., on May 4. Mr. 
Lapointe was foreman of a department 
of the Waterbury Watch Co. before he 
was 18 years old, and later was con- 
nected with the Seth Thomas Clock Co., 
the Pratt & Whitney Co., the Becker 
Milling Machine Co., and finally his own 
firm, the Lapointe Machine Tool Co. 








cises are of any importance the jeweler © 
should make the most of his opportuni- ” 
ties to sell gifts for graduates. Some ~ 
jewelers have built up a satisfactory ~ 
business in school requisites, class-ping — 
and other merchandise by featuring the ~ 
graduate during the proper season. It © 
is not only the business in gifts for the © 
graduates that the jeweler should look ~ 
at, but the sale of merchandise the schoo] — 
population can use during the entire 
school year. 

With the close of the schools there 
is the usual summer exodus to the 
summer cottage and seaside resorts, — 
While there are disabilities for all re © 
tail merchants of the localities affected, 
there are also opportunities. There are 
many items they will need on their 
vacations, and it is advisable that the 
home jeweler supply these rather than 
allow those jewelers in distant places © 
to do so. 

The automobile has made summer a 
time for general touring expeditions, 
week-end trips and trips of longer dura- © 
tion. There are many items the jeweler © 
could supply early in the touring season 
that are bought later from different 
jewelers along the route. The customer 
is easily influenced by a _ buy-at-home 
campaign, and will be glad to have his 
needs pointed out to him before setting 
out on his trip. 

The out-of-doors calls to every one 
with an insistent appeal. Such outdoor 
needs as the jeweler can supply may 
well be featured in especially written 
advertisements and in window displays. 
Opportunity for the jeweler lies in 
adapting himself to changing conditions 
of social life. If he forestalls the needs 
and desires for his clientéle the jeweler 
has fought half the battle for business 
success. Customers will gladly buy 
those things they need, or can be pur- 
suaded they will require. . 

Inexpensive silver for the summer ~ 
cottage may be featured by the jeweler 
without loss of prestige. The auto clock 
is a luxuriant necessity. The wrist” 
watch is a practical convenience. Belt ~ 
chains and summer jewelry for men | 
who discard their coats and vests may © 
be small items in individual cases, but § 
the sale of many of these small items © 
help to swell volume. Cigarette cases, © 
lighters and other smoker’s requisites © 
for personal use are more needed when | 
the smoker is away from his home. 

In all of these items, and in many” 
more lie opportunities for increased” 
business if the jeweler appeals efficiently | 
for the business. 

The souvenir business starts its sea | 
son in June and continues throughout 
the summer months. Jewelers may? 
build a solid business in souvenirs at) 
points where there are many visitors. 
Besides this business there is the busi-7 
ness of gifts for those who visit at” 
summer homes. 3 

No opportunity should be considered ~ 
too small to be taken advantage of. : 





